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Col. Taggart Says: 
“There Is Nothing 
‘Red’ About Me” 


Pennsylvania Commissioner Inter- 
viewed During Visit To N. Y. 
Insurance Department 


MAKING SURVEY OF JOB 


Hints At Moderate Form Of Ap- 
proval Of Agents From 
voks Advisory Boards 














Colonel M. H. Taggart, new insurance 
commissioner of Pennsylvania, is as mild- 
ted mannered a man as ever sent to prison 
ome fea crook or gave orders to a body of 
tory Metroops. He has smiling blue eyes, which 
are irresistible, a gentle manner and the 

the | personality of a poet, surprising charac- 
reat Mm teristics for a man who for years has 
titu- Hbeen an acting district attorney and who 
served his country in three wars. They 
frst would indicate that somewhere’ lurking 
behind the smile, the friendly manner 
and the disposition which on its surface 
would give the impression that he would 
not kill a mosquito, is an iron will, a 
strong character and a deep-seated sense 
of duty—and such is the case. There is 
every indication that he will make a good 
commissioner of insurance. 

Learning About His Job 


Colonel Taggart has begun the duties 
of his office by making a survey of his 
duties and responsibilities, learning the 
exact nature of his commissionership and 
Setting all the facts possible before an- 
ouncing just what his policy will be. 
hat is the reason he has not been in- 
terviewed for publication by Harrisburg 
Newspaper correspondents. He has said 
tothem: “Wait until I get my bearings 
and then I will talk.” 

One of the first things that the new 
Commissioner started to do was to iearn 
what some of the other commissioners 
are doing. He began correspondence 
vith a number of different states, asking 
umerous questions to which the other 
ommissioners were pleased to answer. 
mong other things he decided to come 
0 New York and see exactly how the 
he of the insurance superintendent in 
ste State is operated. Thus, on Friday 
“ auoon of last week he was the guest 

Uperintendent Beha and spent most 
the afternoon with him and with the 

“puty Superintendents and depart- 
pental heads, going from office to office 
f See the wheels go around. “Some 
“al was_ his comment as he 
Maen ands with Mr. Beha and left for 

isbure. 
qi hile at the Insurance Department at 
» toadway Colonel Taggart was inter- 


ie ‘ 
Ie by a reporter for The Eastern 
. “"Twriter, 






























Db He told something about 
Spanish. A Mr. Taggart went into the 
vee ‘ merican War, serving as a 
he. “in Later, he did duty on the Mex- 
with the s In the World War he was 
a in F 8th division and the 89th divi- 
et tance, and from January 1, 1918, 

as on General Pershing’s staff. 

wen Mr. Taggart went to the Span- 


(Continued on Page 30) 
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Assurance Company, Ltd. 
of London 
100 William Street, New York 
A corporation which has stood the test 
of time! 145 years of successful business 


operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX. 
Indemnity Company 
123 William Street, New York 











| | 
PRESTIGE 


'O offer North America Protection is to offer protection that is known to property owners 
everywhere by name and by reputation for dependability and good service. The work of 
the North America representative is strengthened and facilitated by national advertising in 

the magazines that have the greatest influence among property owners and business men. 


Insurance Company of North America 
PHILADELPHIA 


and the 
INDEMNITY INS. CO. OF NORTH AMERICA 


write practically every form of insurance except life 














In the Spring the Deskman’s Fancy— 


Spring, and the fragrant lure of the great outdoors! Year after 
year you, tied to your desk, chafe when the miraculous new life has 
come. Ours is outdoor work, and there is no finer, freer, more soul- 
satisfying, more profitable occupation for any man or woman. Why 
endure that desk any longer? Breathe the spirit of Spring, and step 
forth into a new and finer life. Youcan if you will! 


The PENN MUTUAL enjoys the highest prestige everywhere. 
Policy contracts are unexcelled, net cost is low, equipment of Agents is 
especially serviceable and complete, and the relationship between the 
Field and the Home Office is one of warm comradeship. Emancipate 
yourself, for once and all, and join our ranks! 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 














| Organized 1847 
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Harvard To Have 
The Largest Of 
Insurance Libraries 


Now Being Gathered for New 
Graduate School of Business 
Administration 


BOOKS, PAPERS, AND FORMS 











Leading Organizations in Life In- 
surance to Co-operate in 
Gathering Documents 





The most important life insurance li- 
brary in the history of the world is about 
to be gathered for purposes of installa- 
tion in the new Business Library of the 
Harvard Graduate School of Business 
Administration. The collection of the 
books, pamphlets, contracts, etc., will be 
made by the Business Historical Society 
of Cambridge as part of its plan to have 
a most complete collection of books, pe- 
riodicals and other papers relating to all 
branches of business that can be under 
one roof, indexed and made accessible. 

In addition to the great Harvard Li- 
brary the Business Historical Society has 
acquired over 50,000 bound volumes and 
by arrangement with connecting libranies 
more than 300,000 volumes on all lines 
of business. In addition to that there 
are over 800,000 valuable papers chron- 
icling the development of the leading 
businesses of the world. All of this ma- 
terial is available for study and research. 

Made Possible by Baker Gift 

George F. Baker, the multi-millionaire, 
New York banker and director of the 
Mutual Life, has given the Harvard 
Graduate School of Business Administra- 
tion a gift of $5,000,000, so that there 
will be no difficulty so far as funds are 
concerned. ; ; 

The work of gathering the insurance 
books, papers, policy forms, pamphlets, 
etc., has the endorsement and co-opera- 
tion of the National Association of Life 
Underwriters, the American Life Con- 
vention, the Actuarial Society of Amer- 
ica, the American Institute of Actuaries 
and the National Convention of Insur- 
ance Commissioners. It has also been 
approved by the insurance advisory com- 
mittee of the Chamber of Commerce of 
the United States. é é 

Edward A. Woods of Pittsburgh is 
chairman of the committee co-operating 
with the Business Historical Society and 
says that the Society will be glad to re- 
ceive any books, pamphlets, forms, mono- 
graphs or other data relating to  sales- 
manship or any branch of insurance 
which might be supplied through life in- 
surance channels. He calls upon_ the 
companies and agencies to contribute 
this material from their libraries and any 
other source. The data and books can 
be sent direct to the library, express or 
freight collect. They should be ad- 
dressed to Frank C. Ayres, executive 
secretary, Business Historical Society, 
1277 Massachusetts avenue, Cambridge. 

Mr. Woods says: “It is the hope of 
the National Association of Life Under- 


(Continued on Page 6) 


ee Pn 


Page 2 




















April 8, 192 april § 

















The Grocer’s Insurance Needs 


HE 7LTNA PLAN provides the best way of intelligently advising grocers 
in the important matter of insurance. The modern grocer is a very 
busy man with countless details to attend to. He has but little time to spend 
with the insurance man who tries to sell him some one particular policy. 


Pa! ~\  G But when the Aitna-izer calls and explains the 





Btna Lines Etna Plan he is all attention, for he sees at once 
That Grocers LOR Pict t 
how it will simplify the problem of having enough 
Need 
eeeae settee insurance but not too much. 
COMPENSATION 
AUTOMOBILE ° ° 
FIRE EXPLOSION @ All over the country the A.tna Plan is fast being 
USE and OCCUPANCY . . . 
PROFITS recognized as the basis of successful insurance serv- 
WATER DAMAGE . : 
PLATE GLASS ice. A®tna-izers have here a great sales help. 
FIDELITY BONDS . ‘ e 
BURGLARY They also benefit greatly by being able to provide 
STORE ROBBERY . . ° 
CHECK ALTERATION all the protection their clients need. 
ACCIDENT and HEALTH : 











= ari It Certainly Pays to be an Attna-izer! 


JETNA LIFE INSURANCE COMPANY 


and affiliated companies 
FETNA CASUALTY & SURETY CO. AUTOMOBILE INSURANCE CO. 


of Hartford, Connecticut 
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Novel Messages In 
Judge Day Campaign 


SAMPLE LITERATURE AND MAIL 





ice-President Davis Tells Agents He 
' Will Pay for Worn-Out 
Shoe Leather ; 
The most intensive campaign for life 


insurance over a limited period is now 
nderway with the agents of the Equi- 
able and it is the seventh campaign of 
he kind in honor of Judge Day. It start- 
daround April 4 and will wind up April 
14. It is believed that the agents will 
yrite considerably more applications 


han they did in 1926 when the record 

vas 40,710 applications with 6,773 agents 
participating. 3 ; : 

Following this testimonial campaign the 
Society will hold a two days’ education 

onference at the home office. An honor 
agent from each agency will be present, 

Syrovided 75% or more of the represen- 
atives of the agency contribute to the 
ampaign. 

Frank H. Davis in Charge 

The Judge Day Campaign is in charge 
of Frank H. Davis, vice-president. The 
literature in the form of facsimile tele- 
grams, letters and other documents is 

nusually effective. Agents are asked to 
bear in mind the protection that insur- 
ance furnishes for the family, home, edu- 
ation, bequests, clean-up, business, old 
age comforts and life income. 

Every agent of the Equitable received 
by mail the following dispatch written on 
a Western Union blank: 

“Soft words butter no parsnips. Ac- 
tion is what will produce results in the 
President Day Campaign. If your shoes 

eed new half-soles after the campaign 
have it done and send the bill to me.” 

Quite a variety of letters and tele- 
grams were sent, even the doctors, city 
examiners and cashiers getting some sort 
of message. To the agents who wrote 
ten or more applications in last year’s 
campaign, a letter was mailed which read 
in part as follows: ; 

“While the results of this campaign 
depend upon the whole-hearted support 
of all Equitable representatives, I am de- 
pending upon you as one of the tried 

and true performers in the Equitable 

ranks to help guarantee a real measure 
of success in this year’s effort. The work 
of the world is done in large part by the 
plus effort of those who are already do- 
ing a good job. You revealed your un- 
usual capacity during last year’s cam- 
paign by producing —— applications in 

President Day’s honor. It would be ex- 

ceedingly gratifying to me if you would 
undertake to equal and, if possible, ex- 
ceed your record during this year’s cam- 

Paign, I am, therefore, sending you with 

this letter —— specially imprinted appli- 
cation forms and feel confident that you 
will not only use all these but will re- 
quire an additional supply.” 

Message to New Agents 

_ The following is one of the paragraphs 

m letter sent to all new agents: 

“Each year for many years past the 
Equitable Agency Force has made life 
Msurance history in its annual effort dur- 
ing this Testimonial Campaign. You are 
now a part of the Equitable and what- 
‘ver adds to the prestige of the institu- 
tion and increases the measure of the 
favorable regard which the public has for 
the Equitable is of distinct personal 
benefit to you, I, therefore, hope and 
clieve that you will see to it that your 
Contribution is such as to reflect credit 
upon you and upon the agency organi- 
zation of which you are a member.” 

he clever message based on the cur- 

Tent epidemic of “Ask Me Another” 

duestions reads as follows: 

uestion: What is it that since the 

awn of history has kept men marching ? 

Swer: Faith in their leader. The 
moral for us is faith in our wonderful 
fader. President Day will keep the 

uitable hosts marching during the 
ext ten days, Ask me another.” 


































Abuse Of The Telephone 


The telephone as a tremendous time- 
saver was treated by Mervin L. Lane, a 
New York agency manager of the 
Equitable Society, in his address at the 
twelfth of the Money Making Sales 
Talks of the John C. McNamara Organi- 
zation, Guardian Life, New York. 

Mr. Lane gave his own method of do- 
ing cold canvassing by telephone. Hav- 
ing obtained the name of the prospect 
from his friend to whom he has just sold 
a policy, Mr. Lane begins: “Mr. Jones? 
l am calling you at the suggestion of 
your friend, ‘Billy’ Brown. I am Mervin 
Lane of the Equitable Life Assurance 
Society.” He then proceeds in the usual 
manner to ask for an interview. 

“Try to avoid using a stereotyped 

speech,” he warns. “Remember that one 
o1 the first rules of telephone salesman- 
ship is to show your flag immediately. 
Don’t camouflage the fact that you are 
an insurance agent. 
_ “There are a number of emergencies 
in which the telephone is very conven- 
ient. If a man neglects his premium, a 
friendly little ‘phone does much more 
than a flood of letters, which often serve 
only to irritate him. The same is true 
when he lapses his policy or decides not 
to be examined. 

“It is poor policy to let any prospect 
think that he is supremely important to 
you. If you personally call on a man 
tor a matter such as neglect of premiums, 
he will feel the importance you attach 
to his policy. A telephone call seems 
trivial and friendly. When used to follow 
up procrastinators it has astonishing re- 
sults.” 

Some interesting remarks were made 
by Mr. Lane in regard to the decline in 
results from telephone calls. “A few 
years ago,” he said, “we secured about 


five interviews from fifty ’phone calls. 
Today, due to the constant abuse of the 
telephone, several times that number are 
needed to get the same result. The prac- 
tice of calling a man and trying to force 
him to see the examiner against his de- 
sire may work for some men, but it 
builds up ill-will, and has been stopped 
by some home offices. : 

“Telephone selling is a highly special- 
ized business. I want to warn you that 
anyone who is doing well in regular can- 
vassing should keep away from the tele- 
phone field. Too many men are ruined 
by trying some new plan when they are 
just beginning to succeed.” 





WAYBURN’S INSURANCE 





Broadway Producer and Physical Culture 
Director Now Carrying 

Ned Wayburn, famous producer of 
musical comedies and at the present time 
running a large dance and physical cul- 
ture school in this city, some of his 
classes having as many as forty or fifty 
people each, has increased his line of 
life insurance to $500,000. 

Mr. Wayburn’s agent is John J. Kemp, 
who features theatrical insurance. 





BYRLEY AND SON IN OHIO 
The firm of John Byrley & Son has 
been placed in charge of central and 
southeastern Ohio for the Fidelity Mu- 
tual Life. Mr. Byrley until recently was 
in charge of ‘the Georgia-Tennessee 
agency for them. 





CAMPBELL APPOINTED MANAGER 


John B. Campbell has been appointed 
manager of the St. Louis agency of the 
Fidelity Mutual Life, taking charge on 
April 1; Mr. Campbell has been assist- 
ant manager for the company at Chicago. 








Connecticut General News 
Hartford, Conn. 





He’s Ready for More Insurance 


An Accident policyholder who had re- 
ceived $1,100 in benefits writes: 


“It is with mingled feelings of satisfac- 
tion and regret that I announce termination 


of disability. 


- 


“What concerns me most is what future 
coverage you can give me. Your generous 
treatment makes me wish to continue. I 
am having copies of our correspondence 


sent to my friends.” 


As a good will and new business builder, 
as well as for its own sake, a sizable Acci- 
dent insurance account is worth developing. 
Connecticut General Life Insurance Com- 
pany, Hartford, Conn. 
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Will Pay $250 For 
Conviction Of Rebaters 


ALSO APPLIES TO TWISTERS 





Life Underwriters Association Of New 
York Offers Rewards; Organization 
Now Has 2,200 Members 





_President W. R. Collins of the Life 
Underwriters Association of New York 
announces that a reward of $250 will be 
paid for evidence leading to the arrest 
and conviction of any person, either 
agent or insured, for violation of the 
laws relative to twisting and rebating. In- 
fermation regarding suspected rebaters 
and twisters will go to the secretary of 
the Life Underwriters Association of 
New York for investigation by the Good 
Practice Committee. 

April Dinner 

The April dinner of the association— 
April 12 at the Astor—will be unusually 
large and a special feature will be the 
presence at the head table of members 
of the membership committee, the chair- 
man of which is Joseph D. Bookstaver. 
This committee has boosted the member- 
ship to 2,200 from 1,600 since June. Hugh 
D. Hart will be the principal speaker of 
the evening. 





GARDINER TAKES A FLOOR 





John Hancock Ordinary Agency Here To 
Move To 225 Broadway; E. G. Leter- 
man Again Leads Agency 


The Harry Gardiner agency of the 
John Hancock has paid for better than a 
million three months in a row, and March 
proved to be the best month it has 
ever had, with $1,352,800, bringing its 
total paid-for business to $3,697,800, or an 
increase of $1,909,800, nearly 107% over 
the first quarter of 1926. 

Elmer G. Leterman leads the agency 
with a total of $455,000. The agency is 
growing rapidly and on May 1 will move 
to new quarters in the new Transporta- 
tion Building at 225 Broadway, taking 
the Broadway half of the entire twenty- 
second floor. 


MODERN WOODMEN’S SURPRISE 
Will Add Motor Car Insurance To its 
Other Activities; Forms Hiway 
Motor Underwriters 


As a side issue the Modern Woodmen 
of America, the largest fraternal bene- 
ficiary society, has decided to include 
writing automobile insurance in addition 
to its life and fraternal features. It has 
organized the Hiway Motor Under- 
writers with A. R. Talbot Underwriters 
as attorney-in-fact. Mr. Talbot is head 
counsel of the Modern Woodmen of 
America. 








A. J. NASH RETIRES 

Arthur J. Nash, who is retiring from 
the Metropolitan Life after thirty-three 
years of unbroken service, was the guest 
of honor last Wednesday at a luncheon 
given by the officers of the company at 
the McAlpin Hotel. 

Mr. Nash, who is 74 years of age, be- 
came connected with the Metropolitan 
Life Insurance Company in 1883. He 
started as a member of the field force, in 
Atlanta, Ga., and in 1898 joined the home 
office staff as secretary to F. O. Ayres, 
now second vice-president in charge of 
the Ordinary department. 





BUTTON REPRIMANDS AGENT 

Frank L. Brock, a Petersburg agent, 
was before Commissioner Button last 
week on complaint of representatives of 


the Massachusetts Mutual, Jefferson 
Standard and other companies. Brock 
was reprimanded by Commissioner 
Button. 





RETURNS FROM- BERMUDA 
Edward D. Duffield, president of The 
Prudential, and Mrs. Duffield returned 
on Sunday from a short stay in Ber- 
muda. 
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DO YOU KNOW THAT 


GUARDIAN 


Is the only mutual company operating in New York 
State which pays 5% Monthly Interest on Policy Pro- 
ceeds? 5% interest divided by 12, with the first instal- 
ment payable one month after claim, is the equivalent 
of 5.116% annually. 


Do you appreciate what that means in difference in 
income over a period of years? 





Amount Monthly In- Am’t Ins. for $100 
Actual Rate stallment end 1st beginning end 
Published Rate end Ist Month Month—$10,000 1st Month 
5% 5% $41.67 $24,000 
5) 4.888 40.73 24,552 
4.75 4.723 39.36 25,407 
4.75 4.675 38.96 25,667 
4.6 4.5 37.50 26,666 
4.5 4.5 37.50 26,666 





Still another good reason why you should be placing your 
life business with 


THE JOHN C. MCNAMARA ORGANIZATION 


Managers 


THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


Rector 7501-10 25 Church Street New York City 
“Established 1860 under the laws of the State of New York” 


‘ “Just the Natural Place to Do Business” 
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British Government 
Drops “Dole” System 


BROUGHT ON CHAOS AFTER WAR 








Unemployment Insurance Benefits Ex- 
tended to Thirteen Weeks in Half 
Year; The Situation 





The dole is to disappear in England 
asa result of the Lord Blanesburgh com- 
mittee’s report on the subject of unem- 
ployment insurance and which has been 
submitted to the British Government. 
The unemployment insurance fund is go- 
ing back on the sound basis it had be- 
fore the war. 

British unemployment insurance was 
originally designed to deal with the 4% 
of unemployment common before the 
war, and its benefits were payable for 
not more than fifteen weeks in the year. 
It was an ordinary insurance undertak- 
ing, worked out on an actuarial basis 
like any other form of insurance. But 
after the war, when the percentage of 
unemployment ran up from 4 to 16, it 
proved hopelessly inadequate. Men who 
had drawn fifteen weeks’ benefits to 
which they were entitled and who were 
still out of work turned to their local 
boards of guardians for support, and the 
maintenance of the army of the unem- 
ployed fell into a state of increasing 
chaos. Confronted by unprecedented 
conditions, the Government adopted an 
unprecedented remedy, virtually cancel- 
ing the fifteen-week limit on the pay- 
ment of benefits, and the dole made its 
appearance. 


Extension of Payment 


What actually happened_was that the 
fifteen-week limit was retained under the 
name of covenanted or standard benefit, 
and a new rule was made under which 
the same benefit could be paid through- 
out the remaining thirty-seven weeks of 
the year under the name of uncovenanted 
or extended benefit. This was a com- 
plete departure from the sound actuarial 
principles to which unemployment insur- 
ance had originally been drawn. It was 
an out-and-out dole that nobody attempt- 
ed to defend except on the ground of ne- 
cessity. It was an emergency measure, 
and the Ministry of Labor was able to 
finance it only by borrowing from the 
Exchequer against future payments into 
the unemployment insurance fund. 

Of the 1,250,000 unemployed in Britain 
who have been drawing insurance bene- 
fits about two-thirds have been drawing 
uncovenanted benefit as distinct from 
covenanted benefit and have, therefore, 

een properly on the dole. 

he scheme applies only to employes 
over 16 years of age whose earnings 
when working are under $1,250 a year 
and who are engaged in trades in which 
employment fluctuates. It does not ap- 
ply to such trades as agriculture, domes- 
lle service, railroads and other public 
utility services in which employment is 

Steady the year around. 

Fluctuating Employment 


In all trades in which employment 
Uctuates with the state of the markets, 
employers and employed alike are re: 
to contribute the equivalent of 
are cents a week apiece to the unem- 
Ployment insurance fund at the Ministry 
: Labor. The Government contributes 
jomilar amount, so that for every em- 
ne m an insured trade the equivalent 
an eats a week goes into the insur- 
ere und, exceptions being made for 
“, and girl employes, whose contri- 
we ns ete benefits are slightly less than 
henie abe Full-time unemployment 
a. S have been payable on the follow- 
: Cale: 
5 fan 0 a week. An additional $1.25 
. a wiie or housekeeper, where there 
€ children, and 50 cents more for 
woe child, 
dot $3.75 a week. - 
sid between 16 and 17—$1.87 a week. 
S between 16 and 18—$1.50 a week. 












































Under this scheme the insurance fund 











has been paying out a maximum of about 
$330,000,000. a year in benefits since the 
war. Of this amount $125,000,000 has 
been supplied by the Government—$55,- 
000,000 as its regular contribution to the 
fund and the remaining $70,000,000 as an 
emergency contribution, borrowed from 
the Exchequer on the security of future 
contributions. The balance of $205,000,- 
000 has consisted of the regular contri- 
butions of employers and work-people 
in the insured trades in the proportion 
of about half and half, so that British 
labor itself has been paying about $100,- 
000,000 a year for the maintenance of 
its unemployed. 

These sums do not, of course, repre- 
sent the total financial cost of unemploy- 
ment to the country, but they do repre- 
sent the largest part of it. The various 
boards of guardians have been supply- 
ing local relief to the extent of about 
$40,000,000 a year additional, and local 
employment schemes have added approx- 
imately $30,000,000 more. 

The Rec d 


What the Blanesburgh report now rec- 
ommends is the restoration of the in- 
surance scheme to the sound actuarial 
principles to which it was originally 
drawn. Having been charged to investi- 
gate a permanent and compulsory 
scheme, thrown into chaos by conditions 
it was never designed to meet, the com- 
mittee has been at work on an actuarial 
inquiry devoted to a recalculation of the 
risk, of the benefits necessary to cover it 
and of the payments necessary to cover 
the benefits. 

The committee recommends slight 
changes in the scale of payments and 
benefits, with a new and temporary addi- 
tional payment of not more than 2 cents 
per person insured, for the purpose of 
clearing up the debt. The additional 
payment is expected to yield $28,000,000 a 
year, so that the debt may be cleared in 
about four years. The committee has 
also revised the time over which bene- 
fits are to be normally payable, extend- 
ing it from fifteen weeks in the year to 
thirteen weeks in the half-year, claims 
for the payment of benefits beyond the 
thirteen weeks to be reviewed by special 
authorities before being allowed. 


e 
rs 
tions 








BALL PLAYER LEADS 





Jacques Fournier, First Baseman of Bos- 
ton Club, Doing Remarkably Well 
with Missouri State Life 
Jacques Fournier, veteran first base- 
man of the Boston Nationals, has met 
with success in the insurance field. He 
sold over a half million dollars worth of 
life business in the last three months of 
1926 for the Missouri State Life and has 
close to $400,000 to his credit for the 
first three months of 1927. He is the 
leading producer of paid-for business for 
the month of February for his company. 





Diamant, Lipp & Levy, Inc. Brook- 
Ivn, selling all kinds of insurance, has 
been chartered at Albany with $10,000 
capital. 


Committees On Life 
And On Conservation 


LIFE MEN ARE ASKED TO JOIN 





Insurance Advisory Committee of U. S 
Chamber of Commerce Issues 
Statement on Subject 





The insurance advisory committee of 
the United States Chamber of Com- 
merce, addressing all local chambers 
urging the formation of committees on 
the conservation of life and health, sug- 
gests that these committees include life 
underwriters as naturally interested 
members. 

Edward A. Woods, representing the 
National Association of Life Underwrit- 
ers on the insurance advisory committee 
of the Chamber of Commerce, says: 

“Our opportunities to assist local 
Chambers in this work and yet not in- 
terfere with but help our business are 
very great,—not merely to render a great 
public service but also to associate in the 
public mind the real interest that life in- 
surance companies and life underwriters 
have in prolonging life. The American 
people are the most thoroughly ex- 
amined, physically, in the world because 
of life insurance. Life underwriters can 
encourage more periodic health exami- 
nations, which are so strongly urged by 
the American Medical Association and 
are now Offered gratis by nearly fifty 
life insurance companies. Just as fire 
insurance companies are interested in 
fire prevention, casualty companies in 
accident prevention, bonding companies 
in reducing defalcations, automobile in- 
surance companies in preventing auto- 
mobile thefts, so we can help decrease 
disease and lengthen life, thereby de- 
creasing the cost of life insurance and 

further increasing the number of those 
able to procure life insurance. 

“Tt is estimated that every year added 
to human life decreases the cost of 
American life insurance approximately 
$40,000,000. The years that have 
probably been added to the expectation 
of life at birth in the last century and 
one and two-thirds years since 1920, 
largely account for the decrease in the 
cost of life insurance, notwithstanding 
many privileges voluntarily given to poli- 
cyholders and despite generally advanc- 
ing costs and taxes. 

“This opportunity so directly in our 
interest is of the highest value, and it is 
hoped that life underwriters will see that 
their local Chambers form such commit- 
tees, that these committees be active and 
accomplish results and that life under- 
writers be_ among their most efficient 
~members.” 


Suggested List of Activities 


As to activities suggested for commit- 
tees on conservation of life and health 
of logal chambers of commerce, the fol- 
lowing is a partial list given: 

Arouse attention to the supreme importance 
of life value compared with property value. 

Urge health examinations by own physician, 


life insurance company, Life Extension Institute, 
etc. 

Assist in movement to have all states in regis-, 
tration area of the United States, and to see 
that the registration is properly carried out. 

Suggest proper health legislation—National, 
state or local. 

Urge importance of efficient personnel of 
health departments; compute comparative expen- 
ditures of health departments of various political 
units. 

Aid in enforcement of health laws of all kinds, 
including the appointment and maintenance in 
office of competent health officials with sufficient 
support of appropriations and personnel. 

id movements for disposal of garbage, sew- 
age and drainage. Support local and other quar- 
antines, 

Aid vaccination against contagious diseases. 

Promote health talks in schools, industrial or- 
ganizations and publications. 

Aid all child health work. 

Aid public health nursing. 

Aid pure milk, meat and water supply. 

Disseminate life insurance information and its 
bearing on health in lengthening of life. 

Promote co-operation with such public health 
movements as the prevention of tuberculosis and 
cancer, the establishment of Dental Clinics, Sex 
Hygiene, Prophylaxis against venereal disease, 
School Inspection, National Safety Councils, etc. 

Encourage health inspection in public and 
other schools by legislation, appropriations and 
public sentiment. 

Promote Industrial Hygiene. 

Promote Accident Prevention. 

Stimulate activity of communities in improving 
health conditions by surveys, publicity, prize 
awards and other methods. 





T. LOUIS HANSEN MONTH 





Novel Use Of Golf Similes By Agents 
Of Company Is Being 
Used 


With the slogan, “Go Golfing for April 
Applications” the field force of the Guar- 
dian Life is staging a novel contest 
throughout the month of April in honor 
of Vice-President T. Louis Hansen. | 

Eighteen holes will be played during 
the month, two days being allotted to 
the playing of certain holes. Should an 
agent secure no applications on the day 
or days on which a hole is scheduled, he 
scores 7 on that hole. A graduated sys- 
tem of scoring, based on the number of 
applications secured and the amount of 
each application, enables a player to cut 
this figure to somewhere between 5 and 1. 

The low scorer for the full round of 
eighteen holes will be proclaimed the 
open champion. He and the second and 
third low men will make up a golfing 
foursome with Mr. Hansen at the Con- 
vention of Guardian fieldmen to be held 
at Edgewater Beach, Chicago, next 
August. 





LETCHER AGENCY MEETING 


More than one hundred members of 
the H. H. Letcher Brooklyn agency of 
the Equitable Life Assurance Society at- 
tended the one day educational confer- 
ence and business meeting held last week 
at the Hotel St. George there. Vice- 
President Frank H. Davis, second vice- . 
president John A. Stevenson, inspector 
of agencies M. C. Meltzer and agency 
instructor A. G. Borden of the home of- 
fice addressed the group. H. B. Wendell 
and F. R. Amthor of the Equitable’s 
Brooklyn office also spoke. Agency 
Manager H. H. Letcher presided. 




















Phone Cortlandt 2030 


New England Mutual Life 


Has never reduced a Dividend Scale 


Seventh Successive Increase in 30 years 
Effective January 1, 1927 


“For nineteen years the brokers office” 


BALDWIN 


5 Maiden Lane 
5th Floor 
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Psychologist Can’t 
Define Personality 


BOOK BY DR. WILLIAM BROWN 





Persons With Real Personalities Are 
Not Those Who Play The Part; 
Difficult To Explain Truth 





Dr. William Brown, famous British 
psychologist, lecturer at Oxford, and 
psychotherapist to King’s College Hos- 
pital, London, has written a book on 
“Mind and Personality,” which is an es- 
say in psychology and philosophy, pub- 
lished by G. P. Putnam’s Sons. 

The most interesting chapter in it for 
insurance men is the one entitled “rer 
sonality and Value.” Discussing how dif- 
ficult it is to tell what is true and what 
is false, Dr. Brown says: 

“Truth itself cannot be explained. You 
can indicate the way in which truth 
arises—the way in which an individual 
may approximate more and more to 
truth through observation, and through 
the adequate and harmonious working 
of association. You can understand how 
error arises through false associations 
and how delusions may arise, but truth 
itself cannot be explained. It is an ideal 
which we feel is a reality, but a reality 
which is never completely reached by 
us. It is there. So far as we trouble 
to think at all, it is implied. 

So with the appreciation of beauty, or 
aesthetic experience, we can describe the 
conditions under which the individual 
becomes more and more expert in the 
appreciation of beauty of different 
kinds like music and the plastic arts, 
but in itself we cannot understand it. We 

~ can describe the concomitants specially 
involved in the contemplation of differ- 
ent works of art, the pleasure of a pe- 
culiar nature which we say is aesthetic, 
but that is not the aesthetic experience 
itself. In a similar way with morality, 
we can indicate how an individual be- 
comes more and more moral by learning 
to be more and more distinterested in 
his outlook on life, but why he should 
be interested we cannot say. That is 
simply borne in upon us. We do judge 
others in that way at any rate. We put 
other people in the rank of moral ex- 
cellence to the extent to which they fight 
for the good of the community and the 
whole of existence rather than for them- 
selves alone.” 

Dr. Brown admits that he has been 
unable to define what personality is. He 
does not agree with the definition - of 
what the world calls “personality,” viz., 
“the individualism of people who get 
their photographs in the paper and in 
other like ways make themselves prom- 
inent.” To his mind that is not per- 
sonality at all—that is a movement in 
the opposite direction. Personality 
passes through to enrich the higher or 
the more profound religious attitude. It 
takes one beyond time and beyond the 








































































































































































































limits of the individual, and that is what 
is meant in saying that personality is in 
the end transcended in the Absolute or 
God, and that there is only one com- 
plete personality. 


Personality A Mask 
Continuing he said: “I might be ex- 


_ pected to commence my discussion with 


a definition of personality. That would 
be really impossible; different schools of 
thought hold decidedly different views 
as to the nature of what the general 
public call personality. Only after ton- 
sidering these various views and relating 
them to one another could we even at- 
tempt such a definition. But it is only 
fair at the commencement to consider 
at any rate the derivation, and to re- 
mind ourselves that persona in Latin is 
supposed to mean a mask; so that, ac- 
cording to this derivation, personality is 
the part we play in this drama of life, 
and the use of that word personality em- 
phasizes the fact that we all of us play 
many parts; as we say in different terms, 
we are each of us many selves. We 
come into contact with the world at 
many angles and see it from many points 
of view, and we are different in accord- 
ance with the differing environments in 
which we find ourselves. 

“And yet, although the word itself, 
persona, suggests drama, even melo- 
drama, pretense, hypocrisy, and the like, 
nevertheless when we come to consider 
the ordinary use of language we find that 
people who are regarded as having per- 
sonality are just the opposite of this. 
They are not people who play a part. 
They are people who are genuine, who 
really believe in what they work and 
live for. They are people who have 
taken a definite line of their own. They 
work out and achieve a certain degree 
of originality; they do not wear a mask, 
they are themselves. But once they 
have created their personality, if that 
personality is sufficiently strong and 
striking to impress others, there will be 
a large number of people ready to model 
themselves on that personality, to wear 
that mask; so that in this sense one 
might say that personality is something 
that in itself is worked out by the in- 
dividual, but that it can be copied with 
a more or less degree of faithfulness; 
others can take it as a model. This 
dramatic sense of personality is of 
course, the popular sense and is gener- 
ally left aside by strict science. If one 
opens any textbook on psychology and 
expects to receive enlightenment on the 
subject, one is doomed to severe dis- 
appointment. Drama and the science of 
psychology seem to fall apart from one 
another. In the past they have kept 
rigidly clear of one another but I think 
we can truthfully say that in recent 
years a rapproachement has occurred, 
and on the one hand professional psy- 
chologists are more ready to learn from 
dramatists and novelists, and on the 
cther-the dramatist and the novelist are 
more ready to turn to psychology for 
information and general points of view.” 
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| Established 1879 


— 1926 — 
ANOTHER ONWARD MARCH YEAR 


Total of new Life Insurance issued, increased and restored 
(paid for) for 1926: 


$158,331,102 


Last year was the eighth consecutive year in which this 
Company has shown a gain in new paid-for business over 


The total of life insurance in force on December 31, 1926, 


$909,479,363 


' Bankers Life Company 
GERARD S. NOLLEN, President 















Des Moines, Iowa 











’ of Inheritance Tax of the “Life Asso- 


NEW BERKSHIRE AGENCIES 








Kennedy & Pidcock, Inc., Managers In 
Trenton; Marmor, Appel & Grab- 
felder In Louisville, Ky. 





Landed Every Man 





The Berkshire Life has announced the 
appointment of two new general agents. 
Kennedy & Pidcock, Inc., will represent 


surance department at 221 East Hanover 


Louisville, Ky., will be general agents for 


William C. Carroll, agent in Philadel 
phia of the Travelers of Hartford, 
ay , March 24 established a new world’s rec. 
the Berkshire in Trenton, N. J., with W. ord for sales per interview and ayer. 
Finley Jones in charge of the life in- age size of policy. 

Mr. Carroll interviewed forty-two pros. 
street. Marmor, Appel & Grabfelder of pects; obtained forty-two application 





that city. 





TO MEET IN CHICAGO 





Medical Section of American Life Con- 
vention Will Be Addressed by H. M. 
Woollen, Claris Adams and Others 


The medical section of the American 
Life Convention will meet at the Drake 
Hotel, Chicago, May 4, 5 and 6. 


Carl Stutsman, medical director of the 
Merchants Life of Des Moines, is chair 
man. ; 

At the opening session Herbert M. 
Woollen, president of the American Life 
Convention, will be one of the speakers. 
Claris Adams, secretary of the American 
Life Convention, will talk on “Life In- 
surance as an Economic Force and a 
Social Factor,” on May 5 

The following questions will be dis- 
cussed in the open forum: 

A.—Disability selection procedure when gall 

bladder is removed. 

B.—Selection requirements in insuring chil- 

dren under age 12. 

C.--Does renal colic preclude 90-day disability 

clause protection? 

D.—Should insurance companies instruct 





agents and examiners in underwriting for a total of $432,500, or more tha 
$10,000 per application on that day. With 

consideration of focal infections in under- each application was_a check coverit 

writing? the initial payment. 
F.—On what basis should races other than roll appeared before the Tri-City Lif 
Insurance Congress at Philadelphia aml 
told an audience of 2,500 underwrite 


_ methods? 
E.—Should more importance be given to the 


the white race be insured? 
G.—Questions from the floor. 
Answers will also be from the floor. 


how he did it. 









































WILLIAM C. CARROLL 


Next day Mir. Car 





NORTHWEST CONGRESS 





Huebner, Stevenson, McNamara, Nelson 
And Others On Interesting Program 
In Twin Cities 


MRS. DANIEL RESIGNS 
Jennie Sue Daniel of the “Insurand 
Field” in Atlanta, well-known newspapet 
woman in the Southeast, has resigned. 





The Young Men’s Christian . Associa- 
tion of Minneapolis held its second in- 
tensive sales training conference on 
March 25-26, with concurrent sessions in 


Huebner led the discussion. His topic 
was “What Life Insurance Does For the 
Premium Payer.” Others who spoke 
were Dr. John A. Stevenson, Equitable 
Society; J. C. McNamara, Guardian Life, 
New York; Joseph J. Devney, Cleveland; 


$ : ”» 
Dan Nelson, editor of the Department Association. 


Harvard Library 


(Continued from page 1) 

. ; writers that we may be the means 4 
Minneapolis and St. Paul. Dr. S. S. making this the eo complete life i 
surance library in the world. 
that any members of your associatid 
can do to further this project will be 
the advantage of our business and W 
be greatly apprecaited by the Nation 





ciation News”; E. J. Arnold, president 


Trust Co. 


The North American Cement Corpo" 
of the Northwestern National Life; tion of Albany, N. Y., acting throw 
George W, Wells, Minnesota commis- John J. Porter, vice-president and get 
sioner; and W. J. Stevenson, Minnesota . eral manager, has taken out Group Li 
insurance for its employees. 








Call 


GRAHAM and LUTHER 
Triangle 7560 








“A POLICY FOR EVERY NEED” 









Write it in the tna 


176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 
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Stands Pat On Opposing 
Cochrane’s Measure 


LIFE PRESIDENT’S _ ATTITUDE 





Can’t See Justice of Proposed Law to 
Deduct Dividends Which Have 
Been Paid Policyholders 


That extraordinary bill in Colorado 
which is fathered by Commissioner of 
Insurance Cochrane and which embodies 
the commissioner’s original idea of hav- 
ing dividends paid to policyholders sub- 
ject to claim if a company gets in Dutch 
fnancially is now before the Colorado 
Senate for attention. In the meantime, 
it has attracted more attention in Colo- 
rado newspapers than any measure of an 
insurance nature introduced in some 
time. This includes the exchange of 
some interesting letters and wires be- 
tween the commissioner and the Associa- 
tion of Life Insurance Presidents. 

The commissioner had sent a telegram 
to the association in which he referred 
to “your local lobby” as being “actively 
hostile to the measure,” and requesting 
the association “immediately to wire Sen- 
ator Fairfield, chairman of the insurance 
committee, your exact position with rea- 
sons therefor so that the legislation in 
its determination of this vastly important 
matter may be authoritatively advised on 
both sides of the issue.” 

Position of the Association 

The Association of Life Insurance 
Presidents wired J. Stanley Edwards, 
Aetna Life manager, Denver, that the 
bill is not limited to domestic companies 
and involves a new idea of sufficiently 
broad scope to justify the association’s 
opposing it whether it applies to domes- 
tic or to foreign companies. The tele- 
gram further states the association’s po- 
sition as follows: 

“This legislation is of a character 
which we feel would be prejudicial to the 
entire legal reserve system of life insur- 
ance and, therefore, it is within our prov- 
ince to oppose it. There exists no ne- 
cessity for legislation of this character. 
It would tend to upset contracts and the 
system of life insurance which has been 
proven over a long period of years to 
be satisfactory. Policy holders are fully 
Protected by present legal reserve re- 
quirements of Colorado ana other states. 

here is no fear that the present law 
will be applied to policy holders of our 
member companies which have demon- 
strated fully their solvency and careful 
management. 

“But we see no reason why the law 
of Colorado should question this estab- 
lished fact and give to policy holders the 
idea that they might at any time be 
called upon to pay back to the company 
dividends earned on their policies, the 
accounts on which may have been closed 
for years. 

“This bill questions the safety of the 
entire legal reserve system of life insur- 
ance which years of experience have 
Proven to be the soundest of financial 
Organizations. We can see no good that 
would be accomplished in any way by its 
enactment.” 


Cochrane’s Shot 


Commissioner Cochrane then wrote the 
Ssociation of Life Insurance Presidents 
a letter reading as follows: 
entlemen: I have carefully studied 
your telegrams of the ninth inst., to Mr. 
dwards and myself. 

I believe it is a fair statement of your 
Position: (1) that an enactment in Colo- 
tado either is, or may be, enforceable in 
peer state; (2) that a measure insur- 
may “ong perpetual solvency is prejudicial 
ote € entire legal reserve system of life 
sphere (3) that it is your right, if 
in a to oppose any measure promot- 
ie the solvency of the companies; (4) 


sok as a company can only become in- 


- vent when its assets are at least one 
nt less than its liabilities, there exists 
y for this legislation; (5) that, 
and reinsur- 
the legal reserve system has 


NO necessit 
notwithstanding failures 
ances, 


proved satisfactory; (6) that, as the lia- 
bilities must be at least 1 cent greater 
than the assets before insolvency obtains, 
the policyholders are fully protected by 
the laws of all the states; (7) that, irre- 
spective of the failure of the Provident 
Savings & Pittsburgh Life, and of the 
unsavory revelations of the Lexow inves- 
tigation of 1906, your member companies 
have demonstrated their solvency and 
careful management; (8) that such a law 
in Colorado would cause policyholders to 
question your alleged sound foundation 
and satisfactory achievement; (9) that to 
perfect, or even increase, its security re- 
moves the legal reserve system from be- 
ing soundest of financial. organizatiorts ; 


(10) that, as the law already provides. 


for the liquidation of its enforced insolv- 
ency, no good could be accomplished by 
an enactment insuring perpetual insolv- 
ency. 

“That doctrine that a Colorado enact- 
ment is or may be enforceable in an- 
other state is especially encouraging; but, 
whether true or not, foreign companies 
need feel no alarm,, because they could 
very readily obtain the benefits of such 
a law by reincorporating in Colorado. 

His Position 

“My position can be simply stated. It 
is this: that, unless my principle oper- 
ates, when the .emergency in question 
arises, the company is technically insolv- 
ent. You, therefore, have to meet the 
proposition that an impairment is either, 
or both, the insufficiency of the premium; 
or, to the limit of paid and credited divi- 
dends, a payment from reserves. The 
remedy for this situation is a correspond- 


ing reduction of the policy liability; and, ¢ 


as the plan proposed affords ample scope 
to meet all probable emergencies without 
a radical change in the law of the ‘con- 
duct of the business, opposition ean be 
nothing other than misunderstanding. 

“Nor is it an answer that such divi- 
dends may have been granted while the 
company was solvent; for the reason 
that, as the company is a perpetuity, de- 
pendent upon past as well as future in- 
come, a resource has been sacrificed that, 
by correct theory and practice, is re- 
quired to maintain the integrity of the 
continuing reserve.’ 

“If my position is wrong, is it not fair 
to assume that you would have met it 
with reasons rather than glittering gen- 
eralities? 

“In any event, however, I am satisfied 
that our legislators will not take kindly 
to your mandate that new ideas in Colo- 
trado will not be tolerated. “Indeed, I 
greatly miss my guess if they will not 
question your right to determine our in- 
surance law. 

“In previous correspondence with your 
member companies I have stated that the 
subject of this bill is the most important 
matter today before the American peo- 
ple. The demonstration of its logical 
soundness and pressing necessity has 
been placed before you in my letter to 
the New York Life of September 8. 
1924. The gravity of the situation urged 
therein has, however, not been accorded 
the slightest recognition.” 








‘ada is A. F. C 


Metropolitan Has 
1,468 Canada Agents 


TEN OFFICES IN MONTREAL 





Officers From New York Attend New 
Canadian Head Office Dedicatory 
Exercises In Ottawa 





“Canadian Insurance” has printed a 
special edition based on the opening of 
the new Canadian head office of the Met- 
ropolitan Life, Ottawa. It is illustrated 
with pictures of the building, which was 


constructed by the George A. Fuller Co. 
and which is a beautiful structure look- 


ing like an immense public library. Ar- 
chibald F. C. Fiske, third vice-president, 
is in charge of the Canadian business of 
the company. 


At the present time the Metropolitan 
Life’s field organization has the largest 
life organization in Canada. There are 67 
managers, 154 assistant managers, 2 field 
clerks and 1,468 agents. In addition there 
are 256 clerks employed: in its various 
offices throughout the Dominion. There 
are 10 district offices in Montreal with 
over 300 representatives. There are 7 
offices in Toronto; 3 in Quebec; 3 in 
Vancouver and 2 each in Winnipeg and 
Hamilton. There are 2,300,000 policies in 
force in Canada. 

In Montreal one out of every third in 
the population is insured; also in Ottawa. 
North Superintendent Of Agents 

Henry E. North is superintendent of 
agents for Canada. 
present .position from carrying a rate 
book. That was no farther back than 
January, 1913, in Brooklyn, N. Y. In 
May, 1914, he was promoted to assistant 
manager at Newton, Mass. Three years 
later he was made manager of the dis- 
trict of Clinton, Mass. After a month in 
that charge he resigned to enter the 
army. After leaving the army in July, 
1919, he re-entered the service of the 
Metropolitan as manager at Portland, 
Me., being transferred a year later to 
Roxbury, Mass. In December, 1921, Mr. 
North was made superintendent of agen- 
cies for the Southwestern states, later 
being transferred to the New England 
states. He went to Canada in 1925. 

The vice-president in charge of Can- 

i Fiske. 

At the opening of the Canadian head 
office, among the officers of the com- 
pany present were Haley Fiske, A. F. C. 
Fiske, Francis O. Ayres, Dr. Lee K. 
Frankel and James E. Kavanagh. 





60 NEW LIFE LAWS IN 1926 


According to “Life Insurance Laws of 
1926,” recently issued by the Association 
of Life Insurance Presidents, forty-three 
new laws affecting life insurance compa- 
nies were enacted by the various state 
legislatures and three statutes affecting 
the companies were passed by Congress. 
In Canada fourteen new measures were 
passed. 





Equitable Life of Iowa. 


pleasant and profitable. 








1867 








DILIGENT MEN 


of character, integrity and loyalty will find their opportunity with the 








Men of this caliber will find a connection with this company both 
With an enviable record in the matter of low 
net cost, high interest earnings, unexcelled service to policyholders, and 
conservation of business the company is constantly growing and expanding. 


_To its field force the company offers unusual sales assistance, extra- 
ordinary cooperation and abundant opportunity. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


Home Office: Des Moines 
Sixtieth Anniversary 


1927 








He arose to his . 


LIFE INSURANCE 
SALESMANSHIP 


With the few simple 
elementary principles 
of life insurance and 
its application to 
business service 


GENERAL INSURANCE MEN 


can make that de- 

partment of their 

business pay big 
returns 


EVENING CLASSES 
FREE OF CHARGE 


Starting Monday, April 11, at 6 
P. M. at the offices of 


THE 
KEANE-PATTERSON 
AGENCY 


Pennsylvania Building 


225 W. 34th St., N. Y. City 


This course will be held Monday 
evenings for 8 consecutive weeks. 
It is in charge of one of the ablest 
men in the business. 


The Purpose 


The purpose of this course is to 
present to those interested in this 
subject a broad and constructive 
insight into this most fascinating 
business, which is calling on the 
services of the best brains in the 
country, and paying well for them. 
Life Insurance is a most interesting 
study and in this course it will be 
treated in a manner which will en- 
gage your interest, and make sim- 
ple and entertaining a_ subject 
which is easily understood when 
simply and entertainingly presented. 

If you desire to attend this course 
or send a friend fill out and mail 
this coupon immediately and we 
will send you a letter of free en- 
rollment. 








Organized Service 


The Keane-Patterson Agency 
225 W. 34th Street, N. Y. City 


I will attend your free weekly classes, 
beginning April 11, at 6.00 P. M. 


ADDRESS 
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EQUITABLE INCOME CHECKS POPULAR 
IN TRADE CIRCLES TOO 
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‘Always glad to cash it for you, Mrs. Barnes. I notice quite a few of these Equi- 
table Income Checks coming through to various families month after month. I’ve 
been so impressed with the simplicity and soundness of Equitable Life Income Insur- 
ance that I took out a policy for my own family a short while ago.” 











THE EQUITABLE LIFE ASSURANCE 
SOCIETY OF THE UNITED STATES 
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August Rosenberg 
Publishes Two Books 


NORTHWESTERN MUTUAL AGENT 





One Volume Called “Taxalogue”; the 
Other, “My Estatement”; Twenty 
Years a Producer 





August Rosenberg, a large producer 
of the John I. D. Bristol Agency of the 
Northwestern Mutual Life, and who has 
his office at 350 Madison Avenue, New 
York City, has decided to supply to other 
agents two of his publications which 


have attracted considerable attention 
among agents, lawyers and accountants. 
They appear under the registered titles 


of “Taxalogue” and “My Estatement,” 
and are copyrighted. 

These books are published in an un- 
usually attractive manner in loose-leaf 
form and will be augmented periodically 
when changes in the Law or Regulations 
necessitate revision. 

“Taxalogue” is a simple and concise 
Reference Guide to the Revenue Acts 
compiled in language which the layman 
can readily understand and presents in 
most compact form, facts which could 
otherwise only be obtained from widely 
scattered sources and then translated out 
of legal or semi-legal phraseology into 
plain English. It analyzes the outstand- 
ing factors of interest to the insurance 
agent in the complex field of taxation 
and by guiding the reader through a 
maze of highly technical legislation, aids 
him-in applying the relevant provisions 
of the Revenue Acts to individual prob- 
lems. 

Volume I contains: 

a. Relationship of Federal Taxation 

to Life Insurance. 

b. Summary of Federal Revenue Acts 

(income and estate taxes). 

Volumes II and III, now in prepara- 
tion, will contain: 

a. Summary of New York State In- 

come and Estate Taxes. 

b. Life Insurance Section continued 

(Federal and State). 
c. Trust Funds. 
d. Multiplicity of Taxation. 


) -‘My FEstatement” furnishes a vehicle 


for the complete Inventory of Resources. 
In a handsome cover and comprehen- 
sively indexed, it comprises fifty differ- 
ent recording forms arranged to cover 
life insurance, general insurance, invest- 
ments, appraisal of personal property 
and miscellaneous information. 

Mr. Rosenberg has been continuously 
a representative of the Northwestern 
Mutual Life in the Bristol agency dur- 
ing the twenty years of his career as a 
life insurance underwriter. 


DR. J. B. OGDEN DEAD 





Assistant Medical Director Of The Met- 
ropolitan Life; Was Harvard Chemi- 
cal School Instructor 

Dr. Jay Bergen Ogden, assistant medi- 
cal director of the Metropolitan Life, 
died at Forest Hills, a suburb of New 
York City, a few days ago. Dr. Ogden 
attended numerous colleges including 
Harvard Medical School, where he ob- 
tained his medical degree in 1893. From 
1894 to 1901 Dr. Ogden was instructor 
in chemistry at the Harvard Medical 
School, and during the same period was 
an assistant in clinical pathology at the 
Boston City Hospital. He was visiting 
medical chemist at the Long Island Hos- 
pital from 1896 to 1901. Between 1899 
and 1901 he was medical chemist at the 
Carney Hospital in South Boston, serv- 
ing in the same capacity there in 1904 
and 1905. 

Dr. Ogden was medical chemist at the 
Children’s Hospital in Boston in 1900 and 
1901. In 1904 and 1905 he was instruc- 
tor in the medical department of Tufts 
College. From 1901 to 1904 he was direc- 
tor of the Medical and Chemical Labora- 
tory in this city. Since July, 1905, he has 
been assistant medical director and medi- 
cal chemist of the Metropolitan Life In- 
surance Company. 


Dr. Ogden was the author of “Clinical 
Examination of the Urine and Urinary 
Diagnosis” and was a member of the 
Massachusetts Medical Society of New 
York. City, the American Chemical So- 
ciety and the Association of Life Insur- 
ance Medical Directors. 





SOVIET SOCIAL INSURANCE 


Social insurance, which gives four 
months of pay with extra food and 
clothing to a Russian woman at the birth 
of a cnild, is among the developments in 
Soviet Russia, according to an article by 
Anna Louise Strong in the New York 
“Times.” The insurance also furnishes 
free nurseries, and is beginning to fur- 
nish co-operative launderies and kitch- 
ens. 





Detroit’s Record Of 
Trust Pact Insurance 


$40,000.000 BY SEVEN BANKS 





John A. Reynolds of Union Trust Co. 
That City, Talks to Agents and 
Brokers Here 





John A. Reynolds, assistant vice- 
president of the Union Trust Company 
of Detroit, was a recent speaker at the 
Hart & Eubank class in trust insurance. 
In his remarks Mr. Reynolds showed 
how the amount of life insurance has in- 
creased in» recent years as a result of 
being sold in-connection with trust agreé- 
ments.- He declared that® $40;000,000 of 
life insurance with -trust: provisions- was 
written by the seven trust companies of 
Detroit last year. He was of the opin- 
ion that a large portion of this business 
would not have been written without the 
aid of the trust companies. He said last 
year his company was responsible for 
the creation of $15,000,000 of life insur- 
ance trusts. 

The speaker said there were certain 
types of service that could be better 
handled by trust companies than by in- 
surancies companies. He said the rea- 
son for this was that a trust officer had 
access to many details in handling the 
estate of a deceased that were not open 
to a life insurance company. He cited a 
few such concrete cases that had been 
transacted through his office. 

An Unusual Case 

One of the cases mentioned by Mr. 
Reynolds was that of a man in Detroit 
who had but $5,000 of life insurance and 
who had named the Union Trust Co. 
to handle his estate. The insured named 
as beneficiary, a Mrs. Jones, whose full 
name and address would be filed in a 
sealed envelope to be kept along with the 
policy in a safe deposit vault and to 
whom the stipulated amount of ‘insur- 
ance was to be paid after his death. 
Mr. Reynolds said no insurance company 
would look with favor on a case with a 
beneficiary of that sort. 

The speaker traced briefly the history 








increase in new business over 1925. 


the Home Office and the Field Force. 








THE BERKSHIRE LIFE INSURANCE COMPANY 
founded in 1851, has just completed its Seventy-Fifth Anniversary, with a subsfantial 
Ail previous records have been shattered. 
great expansion is due in marked degree to the splendid spirit of co-operation between 


Men contemplating entering the life insurance business would do well to communicate 
with this fine old Massachusetts company before deciding. 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 


This 
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_. business, to ‘be conservative, 


of the insurance business in America. 
He showed the changes it has undergone 
since the days just before the Civil War. 
He cited a policy written for Henry Clay 
by the terms of which he was restricted 
from traveling from one state to an- 
other. He declared that the policies 
written in those days were hedged round 
with restrictions of all sorts and that if 
they were placed in policies to-day a 
very little insurance would be sold. 
Changes Noted 

The insurance man of to-day has the 
status of a professional man and is re- 
garded by his clients as a counsellor. 
Speaking of salesmanship in connection 


with- insurance, Mr. Reynolds said the 


banker ‘is.not naturally a-salesman, that 
he is canstrained, bythe nature of his 
He said it 
is up to the insurance man to go out 
and bring the business to the trust com- 
panies. The trust companies lend it 
their prestige. 

At the conclusion E: L. Colegrove of 
the Guaranty Trust Co. of New York 
answered questions from the floor. The 
next meeting will take place on April 13. 





MESSAGE FROM C. E. LINZ 


Clarence E. Linz, first vice-president 
and treasurer of the Southland Life, is 
author of an inspirational message on 
the front page of “The Southland,” 
March issue. It is addressed to agents 
and bears the caption “Your Day.” The 
message reads as follows: 

“Dear Southlanders—‘How Do You Do?’ 

“When darkness gives way to dawn 
and the early rays of sunshine dance on 
your sleepy eyelids—until you must know 
it is time to be up and doing—then— 
‘How Do You Do?’ Soon the fine aroma 
of the morning cup calls you to your 
table and the ones you live with and 
love are gathered about this smile time 
—How Do You Do?’ Your day is 
started—there’s the ‘Butcher, the baker, 
the candlestick maker’—all needing you, 
your protection, the service of your com- 
pany—then—‘How Do You Do?’ 

“Your noon is here and lunch is past— 
there is the ball game—perhaps it’s golf 
—it may be the corner drug store—then, 
too, there may be just one person left in 
your community that has not enough 
life insurance—maybe that one could be 
found—then—“How Do You Do?’ 

“When twilight closes forever that day 
just gone—the time passed has cost you 
wear and tear of clothes and shoe leath- 
er, depreciation on the old car, interest 
has accumulated on that debt of. yours, 
effort of mind and body has been spent, 
today is gone—and as plans and hopes, 
ideas and ambitions crowd into your 
brain for the morrow—then 

“‘How Do You Do?’” 
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Payments 
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LIVING POLICYHOLDERS 


During 1926, $7,500,000 was dis- 
tributed to our living policyholders, 
exceeding by $1,122,000 
amount expended for death claims. 
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THE CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
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Over 80 years in Business 
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SECURIT Y— 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 
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actical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





Some simple rules 
for selling are given by 
William DeL. Love of 
the Connecticut Mu- 
tual. They are: 

(1) Find out what insurance your client 
has, the amounts, types of contract, and 
what form of settlement he has selected. 
If you approach him with the thought 
that “perhaps” with this information you 
can arrange a program for him better 
suited to his needs, I question if you will 
ever be denied this information. 

(2) If possible, learn his approximate 
income from all sources. This informa- 
tion is not easily obtainable, but if you 
put a direct question to him and ask 
how much per month he thinks his fam- 
ily will need after he is gone, I believe 
you will learn what you want to discover 
and must know to intelligently map out 
his program. 

(3) Find out if he owns a house and 
how much it is mortgaged for. Your 
client may say he would prefer to have 
his widow. keep this mortgage on the 
house. Well and good, but remember, 
if that is done sufficient income must be 
provided to pay interest on mortgage and 
upkeep. 

(4) Assume that your client can put 
from 10 to 20% of his income into in- 
surance but doesn’t give an inch of 
ground. Dr. Huebner says that it is a 
man’s duty, a wife’s right, and a child’s 
claim that he buy an adequate amount 
of life insurance above all else. No man 
has any right to touch any other form 
of investment until the uncertain future 
is made certain. 

(5) Consider his possible future curve 
of earning power. 

(6) Assume that his family can live on 
two-thirds of his present income without 
him. Use the pencil and paper method 
of showing him his financial house. Build 
the foundation entirely of life insurance 
and let the superstructure be made of 
bonds, stocks, real estate, and all other 
investments. But above all, build that 
foundation by the income method, thus 
making it an indestructible foundation 
for all times. Make the income derived 
from that foundation the minimum nec- 
essary. What a glorious economic con- 
dition we would have in this country if 
we would so build! 

(7) Provide enough lump sum cash for 
a clean-up fund. This will always be 
necessary; in many cases you will find 
he will already have a policy or the gov- 
ernment bonus which can be used for 
this purpose. 

(8) Consider the ages and sex of his 
dependents and formulate in his and 
your mind the length of the critical peri- 
od. Provide for that period the maxi- 
mum of income and when it is over and 
dependents become independent, carry 
that widow through the balance of her 
life with some form of monthly annuity. 
Remember that ‘old age needs are less 
than the needs of the younger years. 

(9) Take plenty of time to think over 
his problem. A hasty, incomplete and 
careless program will give him the op- 
portunity to get away. Your first pres- 
entation will be your best chance to close 
and if he wants to “think it over,” com- 
promise by putting part of it in force 
today and thinking over the balance. 

Finally: Every man has some good in 


Ten Income 
Insurance 


Rules 


him. When you close with him on a 
definite program for the future, two 
minds will have met—yours and his— 
but the real motive force that makes that 
close possible will be in his heart. Try 
the several appeals, such as an income 
for his own old age; an income for his 
wife; an adequate disability income; an 
income and an inheritance for his chil- 
dren. He will by some word or act in- 
dicate which of these incomes has the 
strongest appeal. That is your cue. 

Above all, think and talk incomes. Help 
your client forget the face value of the 
estate you are creating. ‘ 

Learn to feel the obligation which is 
yours and talk income insurance. Study 
the application of income insurance faith- 
fully so that you can creditably assume 
this obligation. 

Discharge this obligation thoroughly, 
whole-heartedly and with careful thought. 


George Adsit of 
the John Hancock 
discussing the un- 
derwriter and _ his 
job at the recent 
New England Sales Congress said that 
agents can be classified as “comers,” 
“goers” and “stayers.” 

No other business had such big op- 
portunities or would welcome a man as 
generously with open arms. Many go in 
because they think it easy to write a 
million dollar policy. Those willing to 
sacrifice for a future, stay. Those who 
lack vision, won’t work and lack method, 
go out. The few who stay make up the 
backbone of the business. A man should 
ask himself, “What kind of a job am I 
tackling?” “Why am I entering it?” 
and “Where am I going in this job?” A 
man should go over his decision to enter 
life insurance with his wife; he should 
have satisfaction and enthusiasm for the 
job and an optimistic attitude toward the 
future. An optimist sees possibilities in 
every opportunity, a pessimist sees diffi- 
culties in every opportunity. A man must 
first sell his business to his wife, for 
he needs cooperation .at home. Have 
imagination, get ideas; know the theory 
of selling, know your commodity, know 
human needs, don’t bother about actua- 
rial figures. Be egoistical not ego- 
tistical; radiate health. 


INSURES LIVES FOR COLLEGE 

Seventy-five members of the senior 
class of Sweet Briar College have in- 
sured their lives for $1,000 for the bene- 
fit of the college, the policies being writ- 
ten on the endowment plan, maturing in 
twenty-five years. The insurance was 
ey through the Equitable of New 

ork. 


TAKING UNIVERSITY COURSE 

Oscar C. Turlington, agent for the 
Travelers at New Orleans and secretary 
of the Louisiana Life Underwriters, is 
now in New York taking a three months 
insurance course at the New York Uni- 
versity. He is making his home at the 
West 23rd street Y. M. C. A. 


E. E. RHODES GOING ABROAD 

Edward E. Rhodes, vice-president of 
the Mutual Benefit Life, accompanied by 
Mrs. Rhodes, will tour Europe this sum- 
mer. They will sail on June 4. 


George Adsit 
On Job 
Of The Agent 











CONNECTICUT AGENTS MEET 


Guests of George L. Hunt, General Agent 
of New England Mutual in 
Hartford 


About sixty Connecticut agents of the 
New England Mutual and their wives 
came to Hartford Saturday where they 
were the guests of General Agent George 
L. Hunt who held a one day session. 
The meeting opened at 10 o’clock in the 
morning with a business session at the 
office of the company and concluded with 
a theatre party in the evening. Charles 
Collins, superintendent of agencies in 
Boston, congratulated the local agency 
on the completion of the best three 
months of business in its history. 

Other speakers at the meeting in- 
cluded James W. Knox, vice-president 
and trustee of the First National Bank, 
who spoke on “Life Insuranée Trusts”; 
George Houghton, supervisor of the Con- 


necticut agency; Karl R. Stremlau, cash- 
ier, and Dr. George E. Tucker. 

Mr. Hunt presented a silver loving cup 
to the local agency for its good showing 
for the first quarter of the year. The 
cup will be awarded at the end of the 
year to the agent showing the greatest 
increase in new business for the year. 

Following the morning session a lun- 
cheon was held at the Hotel Bond, where 
Mr. Collins presented medals to Peter 
Crona, of New Britain, and Robert M. 
Buckmaster, of Waterbury, in special 
recognition of unusual records. 





NEW PUBLICATION 


The Bankers Life of Iowa is getting 
out a new publication called “Our Home 
Office.” 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Denver Des Moines 














TEN MEN 


We have ten new 
territories for ten 
good men under 
real general agents’ 
contracts. 





Address 
The Manhattan Life Ins. Co. 


66 BROADWAY,’ NEW YORK 


























back of every door bell. 


Independence Square 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 

PROTECTS THE ENTIRE FAMILY 
Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 











Seemann 





| 





satisfaction in so doing. 


limits 10 to 70. 








The Mutual Life Insurance Company 
of New York 


34 Nassau Street 





You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


New York, N. Y. 
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Atwood On Economic 
Perils Of Old People 


HIS ARTICLE IN WEEKLY PAPER 





Number Of People From Above Age Of 
Sixty-five Constantly Increasing 
In Percentage 





Albert W. Atwood of the “Saturday 
Evening Post,’ was recently in New 
York interviewing insurance men for a 
story for his magazine on “The Finan- 
cial Problem of Old Age.” He has writ- 
ten the story and it was published in 
the March 26 issue of the “Saturday 
Evening Post.” 

He said that the number of men and 
women of 65 years or over in this coun- 
try is increasing. From 1900 to 1920 the 
population increased less than 40% 
whereas the number of people of 65 
years and over increased 60%. People of 
those ages are now increasing at the 
rate of 100,000 a year and now number 
nearly 5,050,000, or 5% of the population, 
as compared with 3.9% in 1890. 
fore, in Mr. Atwood’s opinion, the old 
age problem is of increasing importance. 
The Five Specters Facing Wage-Earners 

Social welfare workers speak of the 
five dreads or specters that face the 


wage-earner: deatn, accident, sickness, 
unemployment and old age. In old age 
there are only a few years left. Hope 
no longer springs eternal, ambition is 
less keen, sickness has weakened the 


body, the mind is less supple, friends and 
relatives have largely gone, financial 
losses have been sustained through busi- 
ness reverses or ill-advised investments, 
the home has been broken up through 
the death of husband or wife and the 
growing up of children, and worst of all, 
the old person may no longer be wanted 
or needed in either a business or per- 
sonal way, and is often, in fact, regarded 
more as a nuisance than anything else. 
All these contingencies of advancing 
years may come even to one who has had 
no personal misconduct or family trou- 
ble or disappointment, either with spouse 
or children, to grow bitterly remorseful 
over. ‘They may come without there 
having been extravagance, shiftlessness 
or dissipation on the part of the elderly 
person. 
Formerly, when men talked about na- 
tional wealth they thought only of ma- 


s terial objects—land, factories, tools and 


the like. But more and more, any think- 
ing which is done along social and eco- 
nomic lines takes into consideration the 
value of human lives theinselves. 
idea has been used with telling effect in 
the sale of life insurance. 

Value Of Life Insurance 


It is true, of course, that’ the stress, 
the emphasis, has been upon the hazard 
of premature death of the breadwinner 
leaving his family unprovided for, rather 
than upon the equally great hazard of 
the breadwinner living beyond his earn- 
ing period, either alone or with his wife. 

In this young expanding country the 
We aee man has freely admitted that 
ife insurance is valuable in providing 
against his premature death, but he has 
ten loath to admit that he could not 
Pe better investments himself than 

ose provided by life insurance—the 
word “better” meaning of course a higher 
Tate of interest. 

Bs er more technical conditions have 
7 vented life insurance from being used 
na large scale for old-age provision. 
: " Whole stress has been upon low, 
m wp Premium forms, whereas the form 
mia make for old-age provision must 
shall cessity carry high premiums. As we 

a ot later, no provision for old age 
eon = through any device, be made 
vi Ply, unless it is spread over very 

8 Periods of time. 

hervic Atwood writes the following in- 

writes with a successful life under- 


There may be a trace of overemphasis 


There- - 


This" 








own. company. 





John H. Scott 





THE ‘‘DOTTED LINE’’— 


is our sales bulletin to help you sell more insurance in your 


Every issue contains a direct sales talk, tested and 


If you_are not getting the “Dotted Line” we will 
gladly put your name on the list if you are doing 
business in or near New York City. 


HOME LIFE INSURANCE COMPANY 
177 Montague Street, Brooklyn, N. Y. 


successful. 


JOHN H. SCOTT 
General Agent 


Telephone Triangle 1912 

















in the statement I am shortly to quote 
from a very successful life insurance 
underwriter. His business is of such a 
nature that he naturally prefers to have 
men anchor part of their fortunes in such 
a way that they cannot be lost. At the 
same time he has an enormous acquaint- 
ance among successful men in the great 
financial and industrial center where he 
lives, and speaks from long experience 
and deep study: 

“The presidents of the United States 
have certainly been successful men and 
well paid. Yet about half of those who 
reached old age did not have large ac- 
cumulations. Several of the greatest of 
the early presidents were actually broke. 
Wealthy friends had to come to the res- 
cue of others. 


Even Bank Presidents Commit Suicide 


“Consider the men who were presi- 
dents of the local banks here twenty- 
five years ago. Among them were sev- 
eral cases of financial distress in later 
years, and even of suicide. One man 
was not only president of a bank but 
the head of the chamber of commerce 
and of a gas company. He was cleaned 
out when an old man. 

“There was a clergyman who headed 
a denominational paper—a big money- 
maker in its time. This man had been 
moderator of his church and was a fine 
speaker. He lived in a big house and 
drove a wonderful span of horses. But 
all the work on the paper was really 
done by his partner. Finally the _part- 
ner died, competition sprang up and peo- 
ple stopped reading denominational pa- 
pers as much as. they had been doing. 
But the former moderator couldn’t stop 
living on the scale to which he had ac- 
customed himself, and ended his life in 
serious trouble. 

“Consider the house I now live in. The 
first owner was a high railroad official 
but he lost so much money in his later 
years that his wife is now a telegraph 
operator, The next was president of a 


KING’S VISIT TO THE WEST 


Sup’t. Of Field Service, Manhattan Life, 
Had Busy Trip; Addressed Colorado 
Life Underwriters Ass’n. 


Russell S. King, superintendent of field 
service of the Manhattan Life, recently 
returned froma three weeks’ trip through 
the Middle West. Mr. King addressed 
the Seventh Annual Sales Congress of 
the Colorado Association of Life Under- 
writers on March 22, visiting eleven 
agencies of his company on the trip. The 
Denver “Morning Post” of March 23 
carried a big story of the Congress to- 
gether with pictures of the principal 
speakers, Mr. King among others. 

March was “Lovejoy Month” with the 
Manhattan and this annual sales cam- 
paign brought the largest volume ol 
paid-for business for that month in his- 
tory of the company. The response from 
agents all over the country was gratify- 
ing. In March of every year a specia) 
effort is made by the general agents and 
agents of the company to increase the 
business. 

Mr. King plans to take up the purely 
educational work later on. For the pres- 
ent he says he is trying to enthuse his 
men along the lines of production 
Among his other duties, Mr. King is 
editing the Manhattan Life’s monthly 
agency publication. 








PALMER & SON AGENCY 


The National Life has announced the 
appointment of M. L. and L. M. Palmer 
as general agents for the South Platte 
district, Nebraska, with headquarters at 


_Lincoln. The agency operates under the 


name of M. L. Palmer & Son. 








steel company, but his affairs were such 
that when he died he left eight cents on 
the dollar. Two more owners followed 
before I occupied the house, and they 
were uniformly prosperous throughout.” 





a policy. 


and see. 


123 William St., New York 





YOU’RE THE LOSER— 


when you fail to make prompt delivery to ‘the insured on 


One of our aims is to give swift service on the delivery of 
all business that you may desire to give to us. Try us 


FENSTER-FLEISHMAN AGENCY 


Lester J. Saul, General Manager 
General Agents—Life Department 


THE TRAVELERS INSURANCE COMPANY 


Beekman 2140-4 








Major Causes of 
Disability Among Men 


TUBERCULOSIS CLAIM HIGHEST 





Prudential Statistics Show That Insanity 
and Cancer Are Also on the In- 
crease; Study from Records 





According to statistics made public this 
week by The Prudential, tuberculosis, 
insanity and cancer continue to be the 
three great scourges. A recent survey 
made by the company discusses the ma- 
jor causes of disability among some of 
the company’s policyholders, aggregating 
several million people. The study was 
made from the records of disabiilty 
claims paid on 14,039 lives. 

Tuberculosis Claim: 40% 

Of these, 5,742 or 40.8% were disabled 
by tuberculosis. Insanity claimed 2,303 
victims, or 16.4% of the total, and can- 
cer or tumor was responsible for the dis- 
ability of 1,513, or 10.8%. The follow- 
ing table gives the findings of the sur- 
vey in order: 

Percent. 


Cause Lives of Total 
Twherewlosie ....cccecd 5,742 40.8 
tO Par ee 2,303 16.4 
Cancer or tumor........ 1,513 10.8 
PORNO Si iia CR3aK ide 1,037 7.4 
Pe nen 631 4.5 
pO eer oe 483 3.4 
Loss of eyesight, arms or 

MO « cndacade an one 288 2.1 
All other causes........ 2,042 14.6 
Of the 9,701 lives on which disability 


claims were approved before death, 833, 
or 9%, have recovered; 3,370, or 35%, 
have died and 176, or 2%, have had their 
policies either mature or cancelled by 
payment of one sum. This leaves 5,332, 
- 54%, still subject to disability bene- 
ts. 

The survey was made on the records 
of policyholders in the ordinary, inter- 
mediate, group and wholesale branches of 
The Prudential, no industrial insurance 
records having been considered. 





92 YEARS OLD 





And Yet, Metropolitan Life Of London 
Does A Surprisingly Small Amount 
Of Business 


The Metropolitan Life of London, 
which of course has no connection with 
the Metropolitan Life of New York, is 
ninety-two years old. And yet, the new 
business offered in 1926 was surprisingly 
small. 

The chairman, in discussing the re- 
sults of the year, said: 

“One naturally turns in the first place 
to the new business transacted. This 
consisted of 200 policies issued for the 
assurance of £294,990 producing a new 
premium income of £8,414 and single pre- 
miums amounting to £44,590 were re- 
ceived. The new business shows an in- 
crease over the figures for 1925 and in 
fact is greater than that transacted in 
any previous year in the history of the 
Society. The amount of our new busi- 
ness is, however, far smaller than it 
should be, having regard to the unusu- 
ally fine results shown by the Society, 
and I would again remind you that a 
very great deal can and should be done 
by the members themselves to extend 
our business. 

_ “The claims by death which arose dur- 
ing the year amounted to £127,124, being . 
68% ‘of the sum expected, according to 
the Table of Mortality used in the Actu- 
arial Valuation of the Society’s liabilities 
and assets under its policies. The actual 
strain on the funds was, however, only 
68% of the expected strain, and in con- 
sequence, a considerable surplus was de- 
rived from so favorable a mortality ex- 
perience.” 





EBERTZ GENERAL MANAGER 


Frank P. Ebertz of the National Life 
of Vermont has been appointed general 
manager for that company in the north- 
ern California district, with offices at 
San Francisco. He succeeds F. A. Stolp, 
who is to devote his time to personal un- 
derwriting. 
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Easy Way For Agents 
To Program Estates 


PLANS FOR UNION CENTRAL MEN 





Clean-up, Income, Mortgage Relieved; 
Education and Other Policies in 
a Nutshell 





The Union Central says that “pro- 
gramming” is a much misunderstood 
word in life insurance because it has 
been made complicated through misun- 
derstanding. There is really nothing dif- 
ficult in making a program for a pros- 
pect. 

It simply means going over all the pos- 
sible needs of the prospect for Life In- 
surance, and then listing in a clear, un- 
derstandable manner, how much Life In- 
surance will be required to meet each 
need. The Union Central says: 

The process of programming will 
usually result in two programs. The 
first will show how much the prospect 
should have in order to be completely 
protected. The second is a little more 
complicated because it must fit the pros- 
pect’s present insurance into program 
number one, filing the ‘needs which are 
most important first. This second pro- 
gram will show the gaps between the in- 
surance actually carried and that which 
is needed and will serve as a guide for 
the prospect in making future Life In- 
surance investments. 

The Ordinary Man’s Problem 


Let us take an ordinary man as an 
example. Suppose that during the in- 
terview we discover he is 4 years old, 
has a wife and three children, and car- 
ries $12,500 of Life Insurance. aes 

In making program number one it is 
not necessary to know how much Life 
Insurance the prospect carries. It is nec- 
.essary, however, for us to secure the 
prospect’s professional confidence or we 
can be of no assistance in programming 
his Life Insurance estate. 

We will assume that this prospect tells 
us that he spends about $175 a month. 
We then assist him to approximate how 
much it would take to provide the same 
living conditions just for the wife and 
children if he should pass out of the pic- 
ture. We arrive at $135 a month as a 
figure. 

The prospect says he has a _ $2,000 
mortgage on his home. He occasionally 
runs obligations at the bank from $50 to 
$200 depending on the time of year. 

Going over briefly the needs for a 
“clean-up policy,” we point out that the 
average sickness preceding death lasts 
about sixty days, that the hospital bill 
for that time is about $10 a day. We 
mention also that during such a period 
bills are allowed to accumulate because 
the grocer and butcher probably will not 
press the family for payment when there 
is serious illness in the family. 





Massachusetts Mutual 
Springfield, Massachusetts 





A FIRM FOUNDATION 


With more than three-quarters of a century of success and 
achievement back of it, the Massachusetts Mutual is in a posi- 
tion to progress along lines that have been thoroughly tested. 


This position is made more desirable because of the main- 
tenance of principles and practices of high character which have 
molded the three great divisions of the Company—Home Office, 
Field Force, and Policyholders—into an organization whose 
reputation for stability and fair dealing is universal. 


Joseph C. Behan, Superintendent of Agencies. 
Life Insurance Company 


Organized 1851 











The average funeral costs somewhere 

in the neighborhood of $500. 
The First Item 

Therefore the first item in the pro- 
gram will look something like this (and 
it will be practically the same in any 
case except that the amounts will vary 
according to the living conditions of the 
family) : 
Clean-Up Policy—Doctor bills 


BEG GSO coon acca 

Funeral expenses «......... 500 

Current bills (60 days)..... 350 

Bank: obligations. ......<..<. 

POtal Olean ANID = 6-si5.ccnscasaasene $1,650 
The next item is a policy to 

clear the mortgage so that the 

family may stay in the same 

home without any worry. 

Mortgage Retirement Policy..... $2,000 


The next item is a policy to 
provide an income for the fam- 
ily of $135 per month. Of course, 
we might use any settlement 
option as a basis, but in order 
to have a complete program, we 
suggest Option three. We may 
assume 5% as a basis. Of 
course, we must tell the pros- 
pect that only 344% is guaran- 
teed, but we may also tell him 
that for many years the Union 
Central has paid 5% and that 
they will probably pay that rate 
for many years to come. 


$135 a month is $1,620 a year. 
We multiply $16.20 by 20. That 
gives $32,400, which is the. total 
necessary to provide $1,620 a 
year at 5% interest without im- 
pairing the principal. 
Income Policy 
The policyholder will prob- 
ably agree that he would like 
to insure his children a college 
education. It is our opinion 
that an education policy should 
be the last item on the program. 
Of course, an education is a fine 
thing. But is it not much more 
important to make provision for 
food, shelter and clothing before 
allowing for a college educa- 


tion? Therefore we place the 
education policies last in the 
program. 
Education Policies— 

FORD) ccisiniei Saas Sena $6,000 
CLIEGEYS CO TPS eens eet anes 7 6,000 
RIGO): scieis lS Mors cathe deteeeelers 6,000 

POUL co. Bs. cee See eee $18,000 





Total Life Insurance Needed.... $54,050 
When Life Insurance Falls Short 


When Mr. Ordinary Man with his 
$12,500 sees that figure he will probably 
make some remark to the effect that he 
couldn’t carry half that because the $12,- 
500 he already has keeps him broke pay- 








THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 
JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 








Provident Mutual 


Life Insurance Company of Philadelphia 





Founded 1865 


The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


| 
Pennsylvania 


opment of new agents. 
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ing premiums. We will agree with him, 
telling him that this merely indicates 
how much life insurance he needs tg 
completely protect his family and_ tha 
as his income increases in the future he 
will want to buy according to the pro. 
gram outlined. 


_ Then we tell him that since his life 
insurance is so far short of completely 
filling the bill, it is necessary that it be 
arranged very carefully, so that he will 
be sure just where every penny of it js 
going and that the little family will get 
absolutely the greatest possible beneft 
out of it. We ask him to let us take his 
policies to our office and make a careful 
study of them with the idea in mind of 
fitting them into the program. 

When we have his policies in our office 
we make up program number two. In 
doing this we can take each item men- 
tioned above in the order it appears. The 
clean-up policy and mortgage retirement 
policy must be paid in a lump sum. This 


totals $3,650. Subtracting that from 
$12,500 leaves $8,850 to complete the 
program. The income item (which is 


next in line on program number one) 
requires $32,400, leaving a deficit of $23- 
550. Now it would probably be impos. 
sible to sell a man in these circumstances 
23,550 more insurance. Therefore let us 
see what we can do with what he now 
has. 

Making $8,850 payable under Settle. 
ment Option B (Fixed Monthly Income 
Option), assuming 5% interest, we find 
that it will pay $135 a month for six 
years and two months. (lf the figures 
are odd, as in this case, so that you car- 
not compute the term from the table on 
page 451 of the new Rate Book, send the 
problem to the Valuation Division of the 
Actuarial Department at the Home 
Office.) 

Now we are ready to submit program 
number two to the policyholder. 


Program Number Two 
Clean-up policy (payable in a 


laing Sth) o.. sess ciiesesie.'s 1,650 
Mortgage policy (payable in 
A MAMID SSH). elas Seis vo as 2, 


Total insurance which should 
be payable in a lump sum.. $3,650 
Income policy (payable under 
Settlement Option B to pro- 
vide $135 a month for 6 
years and 2 months)...... 


This disposes of the present 
insurance, which totals..... $12,500 
We tell the policyholder that we wil 
be glad to arrange his policies by having 
the proper riders attached at the Home 
Office so that they will be paid in this 
manner. We also mention that this § 
purely a matter of service and will cost 
him nothing. ’ 
Then we show him that by increasing 
his annual deposits by $191.80 (net cost 
basis) he can add $10,000 more to the 
policy which is payable under Option 3 
and extend the length of time during 
which $135 a month will be paid to his 


(Continued on Page 13) 
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same basis. 


The Lincoln National Life Insurance Company’s Draft System of 
Monthly Premium payments makes this possible but does away with the 
objectionable features of monthly premium payments. 

The plan makes the payment of premiums automatic. 
cannot overlook paying the premiums. 


some action. 


KEEPING STEP 


Are You Keeping Step? 
_ This is the day of monthly payments. 
paid monthly; they in turn wish to take care of their obligations on the 


Business men and women are 


The insured 
To discontinue he must take 








(LINK UP (Swimm THE LINCOLN) 





The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building 


More Than $465,000,000 in Force 


Fort Wayne, Indians 
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Honest Foresight 
Does Much For Heirs 


ESTATE EXHAUSTION DATA 
What It Costs to Clean Up $100,000 
Estate and How Insurance 
Means Saving 








The International Life devotes its en- 
tire issue of its agency publication of 
April 2 to the manner in which taxes 
and other estate expenses will eat into 


an estate and how life insurance will cut | 


down this burden. It quotes some inter- 
esting data about estate expenses pre- 
pared by Edwin P. Kilroe, assistant dis- 
trict attorney, New York City, with the 
aid of attaches of the county clerk’s of- 
fice and the surrogate court. F 
The International Life, in its leading 
article in this issue, under the headline 
of “Honest Forethought Can Do Much 


. for Heirs,” says: 


There is usually a shrinkage in an es- 
tate at death, for the estate has lost the 
credit, energy and integrity of the man 
who created it, and then there is this: 

Every man who has anything to. do 
with the transfer of the estate dips into 
it—from the humblest clerk in the Pro- 
bate Court to the lawyer who is in 
charge, and the more hands the estate 
passes through before it finally reaches 
the heirs, the greater is the cost of trans- 
mittal. 

The more direct the route from the de- 
pository of the estate to the heirs, the 
less is the cost of transmittal. 

Under the Life Insurance plan, there 
are no middlemen. " 

The life insurance estate passes direct- 
ly from the insurance company to the 
heirs, without the costly process of going 
through a single hand en route. 

How much does the middleman get? 

In order to answer this question, let 
us look at a set of figures prepared by 
Edward P. Kilroe to show the minimum 
settlement cost of a $100,000 estate in 
accordance with the Federal and New 
York laws. 

The estate for which the figures are 
here given totaled $100,000 and was de- 
vised to a wife and two minor children: 


had been in Life Insurance, $50,000 pay- 
able to the widow by name and $25,000 to 
each of the two children by name. 

There would be no lawyer to consult. 

No Court proceedings. 

No expense of collection. 

No executor. 

No administrator. 

No premium of executor’s bond. 

No allowance for special guardians. 

No special guardian for final account- 
ing. 

No attorney’s allowance for preparing 
accounts. 

No general guardian’s bonds. 

No cost of trusteeship and general 
guardianship of children. 


PRUDENTIAL RADIO MEMORIAL 








Dedicated To Perpetuate The Memory 
Of Fifty Employes Who Made The 
Supreme Sacrifice 


On-Monday evening last a radio me- 
morial program, dedicated to the em- 
ployes of The Prudential, was broad- 
casted over WDWM. The memorial was 
the third of a series under the auspices 
of the Essex County American Legion, 
to perpetuate the memory of Newarkers 
who made the supreme sacrifice in the 
World War. 

There were 1,729 Prudential men in 
service and fifty of them were killed. 
The Prudential orchestra was heard for 
the first time over the radio and was 
directed by Fred H. Youmans. Two war 
songs, “The Long, Long Trail” and 
“Roses of Picardy” were played during 
the short dedication talk of Commander 
Richard Hartshorn of the County Le- 
gion. Solos were also rendered by Miss 
Mary Melick and Ernest Evans. 





LOUIS LANE LUNCHEON 


The Louis Lane Agency of the Equit- 
able Life Assurance Society celebrated 
the twelfth anniversary of Mr. Lane’s 
managership of the organization with a 
luncheon at the Hotel McAlpin, New 
York, March 29. President Frank H. 
Davis was the principal speaker. This 
agency closed the month of March with 
$1,350,000, making a total of paid for busi- 


ness for the first three months of 1927 


$3,650,000. 





Premium of executor’s bond.. $450.00 
Hirst fe teCS Secs ac. cs 3.50 
Official inventory ............ 500.00 
Advertising for claims........ 150.00 
Funeral and incidentals...... 1,000.00 
Cemetemyiet, 250os-0-< 2 sees = 500.00 
MM ONUHEERIRS pce. 13 ene gee ews 1,500.00 
Fee for transfer tax official.. 70.00 
Fee for appraiser for tax.... 500.00 
Inheritance tax~......e.eeee 930.00 
state fae wc. cco neareehoken 1s 500.00 
Executor’s: £€0$ sods 50 cae cote 1,175.00 


Fee for executor’s attorney.. 10,000.00 


Saved through Life Insurance 
3.50 


Saved through Life Insurance 
Saved through Life Insurance 
000.00 


$500.00 

$1,500.00 

Saved through Life Insurance 
Saved through Life Insurance 
Saved through Life Insurance 
$100.00 

Saved through Life Insurance 
Saved through Life Insurance 
Saved through Life Insurance 
Saved through Life Insurance 
Saved through Life Insurance 
Saved through Life Insurance 
Saved through Life Insurance 





— 


Allowance special guardians.. 500.00 

Special guardian, accounting. 500.00 

Allowance for accounts....... 200.00 

General guardian’s bond..... 310.00 

Trusteeship of children...... 625.00 

Minor fees for filing........ 10.00 $10.00 
Votaliewiaa es veces . $19,423.50 


$16,310 saved through Life Insurance 





If this $100,000 estate had been life in- 
surance property rather than miscella- 
heous property, then it would have 
Passed directly to the heirs — without 
being handled by a single middleman, 


without delays and without technical 
troubles, 
Instead of Estate and Inheritance 


Taxes of $1,430 there would have been 
a Federal Tax of only $100 if the estate 


JORDAN AGENCY LEADS SUN 


The Jordan Philadelphia agency of the 
Sun Life of Canada ranked first in paid- 
for production among the agencies of 
that company for the week of March 
26 with a paid-for of $300,000. At present 
the Jordan agency is producing nearly 
$600,000 new insurance per month. 


A TALK BY. V. B. COFFIN 














Compares Insurance to a Forest Where 
Agents Must Know Their 
Way About 

Life insurance counciling as an ad- 
junct to life insurance salesmanship was 
the theme of Vincent B. Coffin, director 
of the New York University Life course, 
in his talk of the eleventh of the John C. 
McNamara Organization Money Making 
Sales Talks. 

Mr. Coffin spoke of life insurance as 
a beautiful forest through which the 
agent must lead the policyholder, avoid- 
ing all the pitfalls without allowing the 


customer to lose sight of the beauty of 
the woods. 

“The great insurance men of the old 
days, and even some of our modern men, 
sold on everything but their knowledge 
of what they were doing,” he said. “In- 
surance is too complex today for a man 
with nothing but a glib tongue to make 
a real success in it. < 

“About a hundred years ago, a boy$ 


ILLINOIS LIFE INSURANCE ( 


what he could, apprentice himself to a 
1CcCA 
(Aas stevens = O 


CANADA LIFE 


ANNUITIES 
It will pay you to get 
our rates before closing 
that annuity prospect. 








HERBERT W. JONES 


Manager, New York City 
110 WILLIAM ST. 


Beekman 5058 




















begin his own practice. Imagine that 
today!” 








practicing physician, and in a short time 
VDE ny 


Program Estates 


(Continued from page 12) 
wife from six years to sixteen years and 
six months. 

From now on, when he buys Life In- 
surance, he will be buying for a specific 
purpose. We will keep in touch with 
him from time to time as his income in- 
creases, encouraging him to add on a 
little more to complete his program, each 
addition being made payable under Op- 
tion B, gradually extending the length of 
time the $135 a month will be payable 
to his family. When that part of his 
insurance set aside for income: reaches 
$32,400, the income policies may be 
changed and made payable under Settle- 
ment Option Three. 

When his Life Insurance has reached 
the desired $37,670, we may begin selling 
him educational policies for the children. 

This policyholder, if we have properly 
sold him on the program, is a lifetime 
prospect. 


GREATEST 
ILLINOIS 


COMPANY 





George Washington Life 


Insurance Company 
Charleston, W. Va. 


presents opportunity for liberal 

contracts covering definite territory 

with-Home Office registry and with 

power of appointment of sub- 

agents. 

The State of West Virginia, Vir- 

ginia, Ohio, Kentucky, Tennessee, 
. South Carolina, North Carolina, 

Georgia, and Michigan. 

ddress: 





ANTS GOOD MEN 
AND 


ILL PAY THEM WEL 


C. MILAIR 
Vice-President and Secretary 

















EUREKA-MARYLAND ASSURANCE CORPORATION 


BALTIMORE, MARYLAND 4 
Incorporated 1882 


Issues all modern forms of Life Insurance, including Industrial, Ordinary 
and Group 


J. C. MAGINNIS, President 
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Established 1860 Under the Laws of the State of New York 
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HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 
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1926 Revenue Act Primer 


No. 7 


Compiled for Penn Mutual Agents 








Q. 


X holds a life insurance policy for 
$80,000, under the provisions of which 
his son, Y, shall receive a guaranteed 
interest income of $200 per month un- 
til he is 35 years of age, at which 
time the principal sum _ insured, 
amounting to $80,000, shall be paid to 
him. At X’s death his son is eighteen 
years of age. -How is the life insur- 
ance taxed? 

Y receives $2,400 per year for: 17 
years. The present value of, an an- 
nuity of $1 per year for seventeen 
years is $12.16567. The present value 
of $2,400 per year for that period is 
$29,197.61. The beneficiary is to re- 
ceive $80,000 seventeen years hence. 
The present value of $1 payable than 
is $.513373. The present value of 
$80,000 so payable is $41,069.84. Tab- 
ulating the results, we have: 

Present value of interest in- 





ee pen ey te $29,197.61 
Present value of principal...... 41,069.84 
Present value of policy......... $70,267.45 


The $40,000 exemption would be deducti- 
ble from this amount. 

X takes out a monthly instalment 
policy for $100,000 which guarantees 
his wife, age 35, a monthly income of 
$393.40 for 20 years certain and so 
much longer as she may live. X dies 
15 years hence. How is the life tn- 
surance taxed? 


The sum of $393.40 payable monthly 
is equal to $4,720.80 per year. Fif- 
teen years hence X’s widow will be 50 
years old. In table “A” we find 
that $1 per year for life to a per- 
son age 50 is worth $12.47032. There- 
fore, $4,720.80 annually is worth $58,- 
869.89, from which $40,000 exemption 
is deductible. 

X dies, leaving $100,000 life insur- 
ance in a trust agreement whereby hsi 
wife, Y, receives a guaranteed in- 
come of $3,000 per year for life and 
at her dzath the principal is payable 
in equal shares to C and D, children 
of X and Y. How is the life insur- 
ance taxed? 

There are two distinct parts to this 
policy, a life income and a future es- 
tate. Assume that Y, the widow, is 
50 years old when X dies. Turning to 
Table “A” we find that $1 a year for 
life to a person age 50 years has a 
present worth of $12.47032. There- 
fore, $3,000 under the same conditions 


o> 


is worth $37,410.96. We also find on 
the same line in the next column that 
$1 paid at the end of the year of 
death of a person now age 50 years 
has a present worth of $.48191. 
Therefore, $100,000 so payable is 
worth $48,191. Tabulating the results, 


we have: 

Present value of interest in- 
ELT et Peet re $37,410.96 

Present value of principal...... 48,191.00 

Present value of policy......... $85,601.96 


The $40,000 exemption would be deducti- 
bie from this amount. 
How would the tax in the foregoing 
question be paid if the policy repre- 
sented the entire estate of the de- 
cedent? 
There would be no tax, because the 
general exemption of $100,000 to 
which a resident is entitled, together 
with $40,000 insurance exemption, 
would more than absorb the other- 
wise taxable sum. Where no other 
estate exists a person may have $140,- 
000 life insurance payable to a named 
beneficiary before: any Federal Tax 
will attach. 
Who must pay the tax on insurance 
proceeds? 
The executor or administrator. Or, 
the commissioner may proceed against 
the beneficiary. 
If there is life insurance over $40,000 
and more than one individual benefi- 
ciary, how is the exemption appor- 
tioned under the Estate Tax? 
The executor or administrator is en- 
titled to require the beneficiaries un- 
der insurance policies to bear their 
proportion of the tax. This, how- 
ever, does not prevent the Commis- 
sioner of Internal Revenue from col- 
lecting the tax from any person, or 
out of any property, liable therefor. 
Is there any deduction for premiums 
paid in ascertaining the net taxable 
amount of insurance under the Estate 
Tax? 
No. 
If a resident decedent leaves practi- 
cally no estate except life insurance, 
what would be the total amount of 
his estate exempt under the Estate 
Tax ? 
There would be exempt the sum of 
$140,000, if at least $40,000 of the life 
insurance were payable to an individ- 











AN INVESTMENT IN HAPPINESS 


—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 
1. Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 
Home Office Co-operation. You'll get it. Every help to help you sell. 
A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 
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Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


105-107 Fifth Avenue 


ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


New York City 
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“OUR MEN GROW STRONG” 


Are You Qualified and Equipped to 
Build an Agency? 
De You Want to Grow Strong in One of the 
36 Continental States? 
If so, write for our “Menu.” 
Why “Our Men Grow Strong.” 
Agency Department 


CONTINENTAL LIFE INSURANCE CO. 
St. Louis, Mo. 


Edmund P. Melson, President 
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ual beneficiary or beneficiaries. .This 
arises from the specific exemption of 
$40,000 life insurance, so payable, and 
the general exemption of $100,000 ac- 
corded to the estate of a decedent who 
was a resident of the United States. 
Is all life insurance payable to the 
estate subject to the Estate Tax? 


Yes. 


Is life insurance taken out to pay the 
Estate Tax subject itself to the Estate 
Tax along with the other estate of the 
decedent? 

Yes. But if insurance taken for this 
purpose is made payable to a named 
individual beneficiary, and with any 
other life insurance so payable is $40,- 
000 or less, it will not be taxed. 


Is there any legal obligation on the 
part of the beneficiary to use the in- 
surance proceeds for the desired pur- 
pose? 

No. The proceeds go to the benefi- 
ciary individually and absolutely, not 
as trustee. 

Would any agreement to the above 
effect between insured and beneficiary 
be binding at law? 

Probably not, because it would con- 
tradict the beneficiary clause in the 
policy which would make no mention 
of trusteeship. Moreover, if the 
trusteeship were proved for the bene- 
fit of the estate, the $40,000 exemp- 
tion would be no longer available. 

If the beneficiary takes the commut- 
ed value named in the policy, what 
sum is to be reported under the Es- 


tate Tax? 

The commuted value, or a sum paid 
by the life insurance company. 

How are policy proceeds left at in- 
terest by the beneficiary reportable 
under the Estate Tax? 

At the full value. As the beneficiary 
has complete control of the proceeds, 
the transaction amounts to the same 
thing as though the beneficiary had 
received the proceeds and then loaned 
them to the company. 

Suppose the policy proceeds are re- 
duced by a loan, what amount is re- 
ported tn the Estate Tax? 

The sum actually received. 


NEW GENERAL AGENT 
Vice-President Danford M. Baker of 





the Pacific Mutual Life Insurance Com- 
pany, who has been visiting the East, 
announces the appointment of Harry W. 
Philips as agent for the District of Co- 


lumbia in the life department. 
-pointment will not disturb Elmer A. 


This ap- 


Browne who for some years has been 
agent for the company at Washington, 
and who will continue as general agent 
for both life and accident departments. 


Life 
meeting at the Drake Hotel, 
May 4 





LIFE MEDICAL CONVENTION 


The Medical section of the American 
Convention will hold its annual 
Chicago, 
The meet- 


to 6. inclusive. 


ing was originally scheduled for White 
Sulphur Springs, but owing to a conflict 
in dates was removed to Chicago. 





ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force December 31, 1926. . 


Assets 


THE IDEAL POLICY 
The low initial premiums of the stock company, combined with the divi- 
A privilege a Master Mason cannot find elsewhere. 


ACACIA agents place more insurance per capita than agents of any other 


dends of the mutual. 


company. 


RENEWALS BASED ON VOLUME OF BUSINESS— 
NOT ON PREMIUMS COLLECTED 


If you care to better your position, write to 
WM. MONTGOMERY, President, Washington, D. C. 
Homer Building, 601 13th Street, N. W. 


- $226,276,746.00 
Sealants $ 19,249,884.93 
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FIRM as the 
RUGGED COAST of MAINE 


Enduring—Substantial—Dependable, with New 
England conservatism, and too, “easy to do busi- 
whether as Agent or Applicant. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
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RUSSIAN SUITS START 





794 Bring Action Agaimst Two Life Com- 
panies of This State; Charles 
Recht Attorney 
The long threatened $10,000,000 suit of 
Russian policy holders against several 
New York insurance companies material- 
ized this week when eight complaints were 
filed in Supreme Court by Charles Recht, 
attorney of 110 West Fortieth Street. 
Four of the suits were against the New 
York Life Insurance Company and four 
against the Equitable Life Assurance So- 

ciety. 
"The cight suits represent the claims 
of 794 policy holders, of whom the total 
insurance is $1,214,479. Other suits are 
to follow immediately Mr. Recht said, 
totaling about $9,000,000 more. Four 
thousand Russians are involved in these 
suits. 

The claims are being handled through 
the Russian Policy Holders, Inc., which 
Recht represents. 





AETNA LIFE INCOME TAX BOOK 
A new and exceedingly unique piece 
of advertising has just been brought out 
by the Aetna Life. It is a booklet of 
24 pages and cover, conveniently ruled 
and indexed, in which one can set down 


at the time they occur those items of - 


income and outgo which are needed in 
making up a Federal or State income tax 
statement. At the end of the year in- 
stead of searching through check books 
or miscellaneous memoranda, it is only 
necessary to refer to this booklet, where 
all the required items will be found, 
assembled and classified under the vari- 
ous headings, ready to be totaled and 
transferred to the government blank. 

The Aetna income tax record is being 
supplied to agents of the Aetna Compa- 
nies for distribution to their policyhold- 
ers and prospects. 





FORTY ATTENDED COURSE 


After what has been the most success- 
fully conducted training course ever held 
under the auspices of the Fraser Agency 
of the Connecticut Mutual Life at No. 
1449 Broadway, a new course of a simi- 
lar nature opened on Wednesday at 5.15 
p.m. The course just completed was 
attended throughout by over forty men, 
and it is expected that an even larger 
class will be enrolled for the next session. 

The course is of six weeks’ duration, 
is held once a week on Wednesday eve- 
nings, from 5.15 to 6.15, under the super- 
vision of Melvin Sackerman, and Charles 
J. Zimmerman. It is designed primarily 
lor those having little or no previous 
knowledge of the life insurance field. 
























AGENCY 20 YEARS OLD 
John Newton Russell’s agency of the 
Pacific Mutual Life, Los Angeles, is 
twenty ycars old. Four hundred agents 
attended the celebration of the anniver- 
sary. Aimong the speakers were Presi- 
cent G. |. Cochran of the Pacific Mu- 
tual; President Stern of the Pacific 
Southwes| Trust & Savings Bank, and 
President Rufus B. von Kleinsmid, of the 
University of Southern ‘California. 









































: TROPHY CONTEST 

_ The judges in the Insurance Advertis- 
ng Conference’s Trophy Contest will be 
Griffin M Lovelace, vice-president, New 
York Life; Frank L. Gardner, president, 
National Association of | Insurance 
Agents, and Clarence Axman, editor, The 
astern Underwriter. 






































PICK CONVENTION THEME 
Paul F, ( lark, chairman, program com- 
mittee for the National Association’ con- 
‘ention in Memphis this October, has 
“nounced the theme of the convention. 
' Is “the completion of life’s plan 
through life insurance.” 







































K CHICAGO MANAGER 
atl B. Korrady has been appointed 
ago manager for the Connecticut 


*neral. He was formerly with the Mis- 
our State Life, § 

















SIGH OF RELIEF 





Missouri Legislature Adjourns Without 
Passing Any Bills Objectionable 
To World of Insurance 
The Missouri General Assembly which 
passed into history on April 4 did not 
molest the insurance companies operat- 

ing in the state. 


But two measures of any importance . 
so far as insurance companies are con- 
cerned were passed. One of these bills 
permits the companies to exchange real 


Industrial 























The Colonial Life Insurance Company of America 


Life Insurance— 
Especially Attractive and Favorable to the Insured. 


Ordinary Life Policies— 
All forms of Life, Limited Payment and Endowment, containing attractive 


and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 





Officers 


Geo. T. Smith, Vice-President E. J. Heppenheimer, President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice-President 


Home Office—Jersey City, N. J. 


S. R. Drown, Secretary 

















estate taken in under foreclosure pro- 
ceedings for other real estate or to ac- 
cept as the purchase price the bonds of 
the purchasing corporation. 

The other measure greatly extends the 
latitude of the Missouri companies in in- 
vesting their funds. Under this bill they 
are permitted to invest their moneys in 
the bonds of corporations upon which no 
default in the payment of interest or 
principal had occurred for the preceding 
five years. 





LONG SERVICE 


J. C. Gorton, of Hartford, and C. S. 
Burke, of Boston, general agents of the 





secumeaienii 
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Connecticut General Life, have recently 
completed forty-five and forty years of 
service respectively. 


New Increased Dividend Scale 


Effective January 1, 1927 


New England Mutual Life Insurance Company 


Boston, Mass. 


This Company is now in the very 





Forefront on Low Net Cost 
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prefer to work. 





Mail this Coupon 
For Complete Details 


“More Good Men 
In the Field to Sell—” 


HE Missouri State Life now has twenty-five Branch Offices established 

in twenty-five of the principal centers of the country. The Company 
operates in forty states and territories, including the District of Columbia and 
the Territory of Hawaii. 


A definite program of the Company at this time is to enlarge its agency forces 
—get more good men in the field to sell. We have a number of good agency 
openings in various sections of the country—some offer excellent opportunity 
for District Agency development. 


Liberal contracts. Well organized Educational, Training and Sales Research 
Departments to aid new men. We work with our representatives. 


If interested, write for particulars. Name section and capacity in which you 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE 


M. E. SINGLETON, President 


COMPANY 


Home Office, Saint Louis 





opening in 


MISSOURI STATE LIFE INSURANCE CO. 
Missouri State Life Building, St. Louis, Mo. 


Please send me particulars regarding Agency 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 86 
Fulton Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address’ of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 


Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 











WHEN _ $10,000,000 INSURANCE 
PROJECTS WERE FIRST 
POPULAR 


There seems to be no end to the num- 
ber of books being printed in England 
giving the origin and development of in- 
surance but one of the most interesting 
of the lot is that which has just reached 
this country, “Chapter of Insurance His- 
tory,” written by Frederick H. Haines 
and published by the “Post Magazine” 
of London. 

One of the most striking chapters in 
the book relates to that period of Brit- 
ish history known as the era of the 
South Sea Bubble, when everybody who 
had money went into trading partner- 
ships wherein a number of persons 
shared the losses or the profits of any 
business enterprise. Nothing at the time 
was too absurd for the purposes of a 
promoter. The whole country went mad 
on the subject of speculation and so con- 
tinued until the South Sea Bubble broke, 
spreading ruin on every side. All this 
happened in the early part of the cigh- 
teenth century. 


The story of the South Sea Company 
which traded in the South Seas was 
based on fables and legends of quick 
wealth and possibilities of companies se- 
curing a monopoly of Spanish trade. 
Students of insurance will be interest- 
ed in knowing that of the 185 Bubble 
schemes which were projected during 
this period thirty of them had a basis of 
insurance, and that the promoters of 
these projects were ambitious is illus- 
trated by some of their capitalizations. 
Here is a partial list of the insurance 
bubbles of the early eighteenth century, 
quoted by Mr. Haines: 

1. For a General Insurance on Houses 
and Merchandise, capital £2,000,000 

For Insuring Houses and Goods 
against Fire, capital £2,000,000. 

3. For Securing Goods and Houses 
from Fire, capital £2,000,000. 

4. For Insuring Ships and Merchan- 
dise, capital £2,000,000. 

5. For Preventing and Suppressing 
Thieves and Robbers and for insuring 
all persons’ goods from the same, capital 


6. Insurance Office for all Masters and 
Mistresses against losses they shall sus- 


tain by servants’ thefts, 3,000 £1,000 
shares. 

7. A Co-partnership for insuring and 
increasing Children’s fortunes. 

8. A General Insurance from Losses 
by Fire within the Kingdom. 

For Insurance against Divorces. 

10. Insurance from Highwaymen. 

11. Insurance from Death by drinking 
“Geneva.” * 

12. Rum Insurance. 

13. Whilmore’s Lottery Annuities. 

144. Office of Assurance and Annui- 
ties for Everybody. 

15. For Tiling of Houses and Insur- 
ing Them. 

16. ‘Widows’ Pensions. 

17. John Coffee House “for Ships.” 





JOHN J. CROWLEY RESIGNS 


Built Up Accident And Health Depart- 
ment Of Missouri State Life; Will 
Announce Plans Later 


John J. Crowley has resigned as sec- 
ens vice-president of the Missouri State 

ife. 

Joining the staff of the Missouri State 
Life in March, 1921, Mr. Crowley de- 
voted his energies to organizing a de- 
partment to handle accident and health 
insurance. During the six years which 
followed, the department wrote $2,156,771 
in premiums—the total for the year end- 
ing December 31, 1926, being $638,855. 

With the success of the accident de- 
partment an assured thing, Mr. Crowley 
felt at liberty to withdraw from the Mis- 
souri State Life organization and is con- 
sidering several propositions at this 
time. His plans for the future are not 
complete, however, and it is expected that 
he will take a short vacation before 
coming to a definite decision. 

Mr. Crowley is well known in insur- 
ance circles, having been connected with 
the Travelers for many years. He re- 
signed his position as assistant secretary 
of the accident department of that com- 
pany to go with the Missouri State. 








BACK FROM COAST 





William J. Graham of Equitable Society 
Established Pacific Coast Group 
Division While There 


William J. Graham, second vice-presi- 
dent of the Equitable Society in charge 
of the group division, returned this week 
from California, While there he estab- 
lished a Pacific Coast division for the 
group department. It is in charge of 
Edwin White, formerly with the Union 
Pacific Railroad. Alfred Dunaway, who 
was with the home office, is assistant. 

While in Omaha Mr. Graham attended 
a testimonial dinner given to Carl Gray, 
president of the Union Pacific, largely 
attended by railroad men and bankers 
from mnay parts of the country. An- 
other interesting guest was Heber J. 
Grant, president of the Mormon Church. 

During this week the Equitable placed 
$10,000,000 group on the Minnesota 
Light & Power Co. 





Henry D. Appleton, chairman of the 
committee on blanks of the National 
Convention of Insurance Commissioners, 
in session this week at the Hotel Com- 
modore, sent the following telegram to 
Sam McCulloch, former insurance com- 
missioner of Pennsylvania. “Absence 
makes the heart grow fonder. Commit- 
tee on blanks extends sincere greetings 
and appreciation of your faithful serv- 
ice as one of its members. We miss 
you. 


* * * 


Col. and Mrs. John W. Gordon of 
Richmond, Va., this Monday celebrated 
their golden wedding anniversary. Mr. 
Gordon is eighty years old, and last week 
began his fifty-eighth year in the fire 
insurance business. The colonel is the 
senior member of the firm of Gordon & 
Brown, general agents of the London 
Assurance, Eagle, Star & British Domin- 
ions and the Manhattan Fire & Marine. 
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ARTHUR HUNTER 








Arthur Hunter, famous American ac- 
tuary, received notice from Edinburgh 
this week that he will be given the hon- 
orary degree of Doctor of Laws by Edin- 
burgh University on July 1. This will 
give considerable pleasure to life insur- 
ance men as Mr. Hunter is one of the 
most conscientious and hard-working 
men in the business and no one has had 
a more important part in contributing to 
the dissemination of correct insurance 
and actuarial knowledge. Mr. Hunter 
left Edinburgh thirty-five years ago and 
in that country was in the service of the 
Life Association of Scotland. He has 
been chief actuary of the New York 
Life since 1918; has been president of 
the Actuarial Society of America, and 
chairman of some of the most impor- 
tant committees in the history of life 
insurance. These. include Medico- 
Actuarial and Canadian mortality inves- 
tigations. He was chairman of the ad- 
visory board of the division of military 
and naval insurance of the Bureau of 
War Risk Insurance in 1917. He was a 
member of the committee to report on 
the United States Government plan for 
pensions, family allowances and insur- 
ance for officers and men of the army 
and navy. He was chairman of the in- 
surance committee of the American Red 
Cross, and a member of the insurance 
committee of the Y. M. C. A. during the 
World War. 


Mr. Hunter has delivered numerous 
addresses to actuarial societies and sci- 
entific bodies on such questions as can- 
cer heredity, influence of heart murmurs 
on mortality, blood pressure, etc. 

ee re 


J. W. Cochran, president of the Fire 
Association of Philadelphia and affili- 
ated companies, the Reliance, Victory 
and Constitution Indemnity, will sail for 
Europe April 14th, on the “Roma,” land- 
ing at Naples. Mr. Cochran will be gone 
about six weeks, and will visit Italy, 
Switzerland, Paris and London returning 
between May 25 and June rs. 
Cochran accompanies him. His visit is 
in the interests of the companies of 
which he is chief executive. 


* * * 


Edward Milligan, president of the 
Phoenix of Hartford, is one of the mem- 
bers of a committee of three appointed 
by Governor Trumbull of Connecticut to 
select a site for a new state building to 
house the motor vehicle and highway 
departments. 

































































Guy LeRoy Stevick, Jr., whose father 
is. the leading representative of the Fi- 
delity & Deposit on the Pacific Coast, 
was appointed last month Seattle branch 
manager for the American Bonding Co, 
He will also supervise that company’s 
business for the entire state of Wash- 
ington. Guy, Jr., is a graduate oi the 
University of California and, following 
his entry into the business world, prac- 
ticed law for two years. He resigned 
as attorney and adjuster for the National 
Surety at San Francisco, to accept his 
new position in Seattle. 

ee ae 


Albert Schurr, vice-president oi the 
North American Life, who is on a four- 
month European cruise, is at present in 
Malta and Egypt, collecting valuable 
facts about Masonry, in which he is 
prominent. To friends in Newark he 
wrote the city was brimful of the his- 
tory of the Knights of Malta and St. 
John and St. Paul. The absence of cows 
was commented upon by Mr. Schurr. He 
said goat’s milk was delivered daily fresh 
from the original source of supply, which 
was given directly to each home. He 
also said that the natives regarded goat's 
milk and brandy as a most sustaining 
beverage. Whether he had partaken of 
this native beverage, Mr. Schurr did not 
say. 

a 

Richard C. Rice, insurance expert of]. 
K. Rice, Jr. & Co., prominent New York 
investment house, was recently the sub- 
ject of a sketch in the “Wall Street 
Journal,” the story being accompanied by 
a caricature of Mr. Rice drawn by 
Major, famous New York cartoonist. 
Mr. Rice is a graduate of Rutgers and 
after studying engineering for some time 
he joined his brother, J. K. Rice, Jr., m 
building up the brokerage concern. While 
at college he won notice in football, bas- 
ketball and other sports. He is a men- 
ber of the Raritan Valley Country Club, 
University Club, Bankers’ Club and the 
New Brunswick Country Club. J. K 
Rice, Jr.. & Co. was organized in a small 
way nineteen years ago. Today it is one 
of the largest over-the-counter firms ! 
Wall Street. In the outside market tt 
does considerable trading in insurance 
and bank stocks. No one in the invest: 
ment business knows more about the 1- 
side of insurance securities than does 
Richard C. Rice. Recently he prepared 
an insurance analysis giving in compat 
form data of unusual interest relative t0 
liquidating value of insurance company 
stocks and other points of vital interest 
to fire insurance stock analyzers. 
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The Brokers Have a Grouch Against the 
Insurance Papers 


Had anyone told me five years ago 
that the time would arrive when fire 
and casualty insurance brokers would 
care a tuppenny what position an insur- 
ance paper took on any subject under 
the sun |! would have been very much 
surprised, because of all the different 
lactors in the insurance business no body 
ot men has been so inditterent to insur- 
ance journalism, sometimes antagonistic 
toward it, as fire and casualty insur- 
ance brokers. : 

At one time there was an insurance 
brokers’ newspaper in New York, “The 
Survey,” capably edited by “Archie” 
Hall and George H. Holden. Finally it 
became a flop and was merged. An edi- 
torial friend of mine some years ago 
started a brokers’ column in a weekly in- 
surance paper. He decided to print what 
the various brokerage houses were doing, 
how the big lines were changing hands, 
etc. His visits to the brokerage houses 
were as welcome as smallpox and you 
could not blame the brokers either as a 
concern which lost a $10,000,000 line did 
not care to have it printed in a news- 
paper that some rival office had cap- 
tured it. Once the editor met “Big Bill” 
Edwards, the Princeton football star, a 
well-known broker, on the Street, and 
asked him about a line of his which was 
very much in the insurance eye. 

“What the hell is it your business?” 
asked iidwards, gruffly, glaring at the 
newspaper man, 

he column was a flat failure. 

But now the situation is changed. The 
attempts of the companies to make pro- 
ducers responsible for earned premiums 
and to have orders for insurance signed 
have shaken the brokerage fraternity 
from cover to cover and have revived 
Mterest in the brokerage associations. 

€se associations now want all the 

Newspaper support they can get. In their 
distress they have turned to the insur- 
ance papers for help and have deluged 
them with mimeographed statements 
and with briefs of their lawyers filed 
with the New York Insurance Depart- 
ment and elsewhere. 

© far as I can make out the insur- 
ance newspapers have given them a fait 
deal and have printed much of this ma- 
terial, although some of it is out and 
cut propaganda. However, the brokers 
are not satisfied. They, apparently, want 
alk newspapers to come out editorially 
bas ow their side. They want every 

Eck they send in printed. John. 
the ert is one of the brokers who thinks 
at papers have not printed 
Rekert of the brokers’ angle. Mr. 
Weak », of course, excepted “The Ad- 
cane €, which is printing the brokers’ 


wie view of the fact that most of the 
side Ts are taking neither the brokers’ 
is hor the companies,’ but are print- 
leon the news, I don’t see what 

mate complaint the brokers have so 


r : 
a newspaper treatment is concerned. 











Certainly, the newspapers are treating 
them much better now than they have 
treated the papers in the past, as I 
pointed out at the beginning of this ar- 
ticle. 

* * * 


A Visit With Frank H. Davis 
It is always a pleasure to meet one of 


‘the top rank insurance executives while 


traveling and hear inside stories of in- 
surance events and personalities. While 
traveling from Boston to New York on 
the Merchants’ Limited a few days ago 
I had the good fortune to meet Frank 
H. Davis, the dynamic vice-president of 
the Equitable Life Assurance Society, in 
charge of production. I think the So- 
ciety has in the neighborhood of 8,000 
agents. 
i, ee 
Mr. Davis’ Personality 


Mr. Davis is not only a big man phys- 
ically but mentally and I know no one 
in the insurance fraternity who is a bet- 
ter exponent of “pep” in the right mean- 
ing of the word, which is that he not 
only has tremendous nervous vitality but 
is able to communicate enthusiasm to 
others. He had just addressed a large 
gathering of Equitable New England men 
meeting in Boston, and was en route to 
other speaking dates, making about el- 
even lunches or dinners in a space of 
about ten days time. Mr. Davis had also 
just finished the preliminary work of an 
intensive. campaign which started on 
April 4 during which agents of the soci- 
ety all over the country will participate in 
the only “drive” for business which the 


Equitable features annually—the Judge- 


Day Campaign. The amount of prelim- 
inary work in such a campaign is tre- 
mendous and must be most carefully 
thought out. It consists of specially pre- 
pared, clever and effective literature, in- 
cluding telegrams; with lunches, dinners 
and meetings, and much personal con- 
tact. Judge Day is exceedingly popular 
with the Equitable’s field force and it 
will not be surprising if as many as 45,- 
000 applications are written. Last year 
the agents turned in 40,000 applications. 

One incident in the Judge Day Cam- 
paign is the writing to Equitable men by 
Mr, Davis of 650 letters in longhand. Did 
you ever try to write ten letters in ink? 
If so, you will sympathize with this angle 
of the job Mr. Davis has undertaken. 

In a measure to prepare for the cam- 
paign, Mr. Davis took a short vacation 
on his ranch in Wyoming, where sub- 
ways, crowds and telephones would only 
be memories. There he would wander 
across the ranch on horseback, and be 
able to commune with nature and his 
thoughts. : 

I asked Mr. Davis if special business 
campaigns of this sort were not a con: 
siderable drain upon an agency executive, 
the man who makes the machinery go 
faster, who sees that it is well oiled, and 
that every cog is in its place. He an- 
swered that the work is exhausting, but 
a little rest and recreation puts one in 
good form again and it is not long be- 


fore the strenuous labors of the drive are 
forgotten. 
ey ee 
Took Some Time to Get Started 


Mr. Davis had a most varied experi- 
ence in many lines of effort before he 
finally found his niche in life, which 
proved to be life insurance. He did only 
fairly well until he went into life insur- 
ance, his first work being with a small 
company. With that company he got up 
to the top of production management in 
a short time; then decided he would like 
to cast his fortunes with something big- 
ger and swing more scope to the talents 
which he felt sure he possessed, and the 
Equitable looked the best thing in sight 
to him, so he joined that society’s forces 
in the West. He was an immediate suc- 
cess; began to climb; proved that he 
could handle men as well as write busi- 
ness; reached an important agency posi- 
tion working out in Chicago, and was 
brought to the home office. Eventually 
he became vice-president in charge of 
agencies, and some of his work has been 
phenomenal. 

The record of the Society in New York 
and Chicago is extraordinary. In this 
city the Society tops all the other com- 
panies on production going now at a rate 
of about $250,000,000 a year, while in 
Chicago, with only a few hundred agents, 
the Society will be writing $100,000,000 
a year before long. 

An interesting point about the business 
of the Equitable is that the production is 
furnished by agents. The Society is not 
keen for brokerage business, writing little 
of it and not making a play for it in any 
of its agencies. 

% x 
Writing a Woman Playwright for $500,000 

During my visit with Mr. Davis on the 
train, I asked him if he would not tell 
me a few stories about some interesting 
personalities and experiences which have 
come under his notice. 

The first story which Mr. Davis told 
me was one about a Chicago insurance 
agent who reads everything he can about 
the drama and who insured Anne Nich- 
ols, author of “Abie’s Irish Rose,” for 
$500,000 during a recent trip she made 
to Chicago. This agent had read about 
a visit Miss Nichols was paying to her 
sister in the Western metropolis. A day 
or so later he picked up a copy of the 
New York “World” on the newsstand 
and in it read in Heywood Broun’s col- 
umn about the writer’s account of his 
second visit to the play which has run for 
more than five years in New York. Broun 
was one of the critics who said at the 
premiere that it hadn’t a chance and that 
it was for morons. Conscience-stricken 
he returned to the theatre for another 
seeing of-the play recently. He wrote 
that he had not changed his mind; he 
still thought the play was a sad mess. 

Figuring that Anne Nichols had enough 
sense of humor to appreciate a laugh on 
herself as well as to poke fun at other 
people’s foibles the agent called upon 
Miss Nichols in Chicago; showed her the 
new Heywood Broun notice, and it 
turned out that he had caught the play- 
wright’s psychology correctly. They 
laughed about Broun and his comments, 
became friends, she permitted the agent 
to present his insurance proposition, and 
the $500,000 policy resulted. 

* 


A Telephone Sale to a Railroad President 

During my talks with Mr. Davis I 
asked him if much life insurance is sold 
over the telephone and he informed me 
that the success of some agents with 
telephone solicitation was quite amazing. 
He cited as two instances of agencies 
which use the telephone a great deal the 
I. A. Lewis agency in New York and the 
Courtney Barber agency in Chicago. The 
Lewis agency keeps quite a number of 
telephones in soliciting operation for 
many hours a day. 

Mr. Davis gave as an instance of selling 
insurance over the telephone the experi- 
ence of a New York agent who called 
the president of. the one of the large 
railroads and thought he had sold him 
a retirement annuity policy for a prem- 
ium of $8,000 a year. When he tried to 


deliver the policy, however, the railroad 
executive changed his mind and was 
about to dismiss the agent when he sud- 
denly asked: 

“Who is president of your company ?” 

When the agent answered, “Judge 
William A. Day,” the railroad president 
became reminiscent and began speaking 
of the judge. 

“Do you know,” he commented, “Judge 
Day, when with the Interstate Commerce 
Commission, had me on the grill in 
Washington and gave me as uncomfort- 
able an hour as I have ever had? How- 
ever, | formed a great respect for his 
abilities and 1 believe he is a man of 
great intelligence and fine judgment. I 
will change my mind about that policy. 
lf Judge Day is president of the Equit- 
able, that’s the company in which I would 
like to be insured.” 

6 USOe 
Made Hit With Chicago Hotel Proprietor 

Another Judge Day story told by Mr. 
Davis had to do with a conference of 
managers in one of the leading hotels in 
Chicago and attended by the judge. As 
the convention was about to conclude the 
owner of the hotel asked Mr. Davis if 
it would be possible to meet the presi- 
dent of the Society. Mr. Davis intro- 
duced them and the hotel man congratu- 
lated President Day upon the personnel 
and character of the managers and said: 

“This is the finest body of insurance 
men who ever met in this hotel. I am 
very proud to have. been their host.” 

An Agent Who Stuck By His Town 

Reverting to the subject of the person- 
alities and experiences of agents, Mr. 
Davis told me about one agent who, 
starting in a small way made a splendid 
reputation for character and writing suc- 
cess in the town of Aberdeen, S. D. At 
one period depression overtook that sec- 
tion of South Dakota; banks began to 
fail, farmers were greatly depressed, and 
business of all kinds fell off. This agent 
stood so well with the Society that it 
was decided to transfer him to another 
section of the territory where prosperity 
was more in evidence and it would not 
be so difficult to write business. 

Much to the surprise of the manage- 
ment the agent refused to leave town. 

He said that his clients had stood by 
him when times were good, he liked 
everybody of consequence in town, and 
he wanted to share their fortunes in 
adversity even if it meant a cut in in- 
come. He also had a hunch that people 
were losing confidence in banking and 
agriculture and stock farming for the 
time being but there was one thing where 
confidence still rested on solid rock—and 
that was life insurance. 

“If they have any money to invest,” 
he said, “I wouldn’t be surprised if they 
turned towards insurance as the proper 
channel in which to place their money.” 

His judgment turned out to be correct. 
He wrote more business than ever and 
there is not a person in Aberdeen now 
who stands in better with the leading 
members of the community. 


A Resourceful Agent 

In discussing resourcefulness of agents, 
Mr. Davis told about a representative of 
the Equitable in Ohio who fell into one 
of those village automobile traps and was 
arrested for some minor traffic violation. 
The agent accepted the situation on its 
face with grace and good humor, and 
made such an impression upon the traf- 
fic cop, upon the justice of the peace and 
others about the court house that he was 
only fined $1 and wrote three or four 
insurance policies before leaving the 
court room. 

Cine s 

Two Stories Which Go Well with Agents 

Men who talk a lot to insurance and 
other sales organizations fortify them- 
selves with a collection of homely stories. 
These must meet a certain standard be- 
cause.just any kind of humorous tale or 
anecdote will not do. They must have 
some pertinent significance; illustrate a 
point. Mr. Davis has as many stories of 
this type up his sleeve as any man who 
I know. 

(Continued on page 38) 
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Carstarphen Hot 
After Fraud Claimants 


IS CREATING PUBLIC SENTIMENT 





Assistant District Attorney Wants Laws 
Amended Making It Easier to 
Jail Crooks 





Assistant District Attorney Frank E. 
Carstarphen of New York County is at- 
tracting considerable favorable attention 
in insurance circles through his vigorous 
prosecution of persons having claims 
which insurance companies are fighting; 
and also for his public speeches in which 
he urges changing of the laws to make it 





FRANK E. CARSTARPHEN 


easier to put in jail persons seeking to 
defraud insurance companies. A few 
nights ago he addressed the Textile 
Board of Trade, Inc., at the Broadway 
Central Hotel, New York City, and asked 
for the full strengthening of the crim- 
inal laws of New York through making 
conspiracy a felony instead of a misde- 
meanor, and for a modification of the 
laws relating to perjury. 

The assistant district attorney asked 
the textile association, which is composed 
of wholesalers, manufacturers and fac- 
tors in the cotton goods, dress goods, 
silks and woolens trade, to use its influ- 
ence with the legislature to bring about 
the amendments. 

He cited the case of Morris Zeiff and 
Benjamin Diamond, who were recently 
convicted of criminally receiving stolen 
goods to illustrate his contention that 
the present laws should be changed. Both 
appealed to the Appellate Division and 
to the Court of Appeals, which affirmed 
their conviction, in connection with the 
hold up of a truck of the Susquehanna 
Silk Mills and the loss of silks valued 
- at $37,000. 

He traced in detail how the stolen 
goods was finally located and placed as 
the property of the Susquehanna concern 
through certain markings the thieves 
had neglected to remove from the bolts 
of silk, in connection with certain 
swatches and bits of silk found in the 
possession of Diamond and a codefend- 
ant who is yet to be tried, and the many 
technical difficulties in the way of a con- 
viction. 

“Therefore,” he said, “it is an obliga- 
tion upon you merchant factors to see 
that your goods are marked and checked 
up and looked out for from the moment 


(Continued on Page 19) 


Governor Smith Signs 
Marine Tax Measures 


PROFITS ,TAX 





PROVIDE FOR 5% 





Elimination of Gross Premiums Levy 
Will Permit Equitable Competition 
In Markets of the World 





Governor Alfred Smith of New York 
on Tuesday of this week signed the two 
marine insurance tax measures, which 
applying to certain kinds of marine and 
transportation insurance, do away with 
the principle of gross premiums taxation 
and substitute in its place a net under- 
writing profits tax of 5% averaged over 
a period of three years. Marine under- 
writers are delighted with this success, 
achieved with the full support of the 
New York insurance department and 
without opposition from any source. Un- 
til the close of 1926 New York State and 
other American companies and foreign 
admitted companies have been paying 
taxes on gross premiums ranging from 
1% to 24%. 

The new marine tax laws are the final 
outcome of urgent recommendations 
made by the Committee on Merchant 
Marine and Fisheries of the United 
States, as the result of extended federal 
inquiry into the shipping and commerce 
of the United States and of American 
marine insurance facilities, conducted in 
1919-1920. 

The marine companies acting through 
a committee of the American Institute 
of Marine Underwriters, was represented 
by Barry, Wainwright, Thacher & Sym- 
mers of New York in the drafting of 
these bills and their presentation to the 
insurance department and to the legisla- 
tive committees. In the Senate the bills 
were introduced by Senator George R. 
Feason. The bill to amend the insurance 
law was introduced in the Assembly by 
Horace M. Stone, chairman of the com- 
mittee on insurance of that chamber, and 
by Walter L. Pratt, chairman of the 
committee on taxation of the Assembly. 


Amend Sections 187 and 34 


One bill amends Sec. 187 of the Tax 
Law of New York by repealing the fran- 
chise tax heretofore imposed by that 
section upon gross premiums of marine 
insurance, by providing that such tax, 
as to marine insurance described in new 
Sec. 169-a of the tax law, shall not apply 
to the year 1927, or to subsequent years. 
_ The second bill amends Sec. 34 of the 
insurance law by providing that it shall 
not apply to premiums received for ma- 
rine insurance as described in new Sec. 
169-a of that law. This new section, 
which changes the basis of taxation ‘in 
this state, provides that with the excep- 
tion of license fees, real estate and prop- 
erty taxes, and taxes under the recipro- 
cal provisions of section thirty-three of 
the insurance law, every insurer organ- 










eG 


“burn or explode.” 


THE HOME 


ized or admitted to transact the business 
of marine insurance, 


“shall with respect to all insurances written 
within this state, upon hulls, freights or dis-. 
bursements, or upon goods, wares, merchan- 
dise and all other personal property and 
interests therein, in course of exportation 
from, importation into any country, or trans- 
portation coastwise, including transportation 
by land or water from point of origin to 
final destination in respect to, appertaining 
to, or in connection with, any and all risks 
or perils of navigation, transit or transpor- 


Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





UNITED STATES FIRE BRANCH: 45 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 


George Z. Day, Ass’t General Agent 





U. S.—Statement December 31, 1926 


ASSETS ue peer 
PREMIUM RESERVE ; 
OTHER LIABILITIES 
NET SURPLUS 

—_ 


$8,132,324.02 
1,981,557.73 
790,346.75 
5,360,419.54 


Ane nema ceeees memaroe-ice orem 


or Explode 


(Carbona Cleaning Fluid) 


A house may burn to smouldering ashes—a gasoline char- 
jot may go up in one big bang — but fire insurance can't be 
‘destroyed unless it is cancelled or allowed to lapse. 

\y 


A policy of indemnity against loss by fire is a contract and 
even though the policy itself might be inadvertently destroyed, 
tas long as the contract is in effect the protection is alway there. 
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{t is the only real safeguard against financial loss. 
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tation, and while being prepared for, and 
while awaiting shipment, and during any de 
lays, storage, transsshipment or reshipment 
incident thereto, including war risks and ma 
rine builder’s risks, be taxed only on that 
proportion of the total underwriting profit of 
such insurer from such insurances written 
within the United States, which the gross 
premiums of the insurer from such insurance 
written within this state bear to the gross 
premiums of such insurer from such instr 
ance written within the United States.” 


The new laws will not apply to purel’ 
inland transportation risks. As to thi 
class of business, and as to these kinés 
of marine and transportation insuramté 
not included within the above descriptios 
the state will continue as heretofore, " 
tax this kind of business upon a prem 
basis. The profits tax applies in brief 
business which is subject to foreign co™ 
petition. 


Underwriting Profit Defined 


The riéw statute then proceeds to 
fine “underwriting -profit” based up?! 
deduction from net earned premiums “ 
such marine insurance of (1) losses ™ 
curred, and (2) expenses incurred, 
cluding all taxes, state and federal, ® 
connection with such net earned Pt 
miums. 

The expenses which may be deductt! 
in arriving at the net taxable underw" 


(Continued on Page 26) 
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ALBANY AGENTS IN N. Y. 





Confer Here With Committee of E. U. A. 
Relative to Elimination of Excess 
Commissions 

A delegation of Albany insurance 
agents met yesterday in New York with 
the Albany committee of the Eastern 
Underwriters’ Association to discuss the 
commission situation in the up-state city. 
Albany agents, on the whole, are dissat- 
ised with the commission scale offered 
them by the E. U. A., which is the scale 
for “ordinary” territory, namely 20% flat 
or 15% and 25%. 

Until the beginning of this year Al- 
bany enjoyed the status of an excepted 
city, with commission rates above those 
paid to agents in -the ordinary territory 
of the Eastern Union. The E. U. A. has 
decided that Albany should not- be an 
excepted city and has reduced the scale 
of commissions, resulting in quite a cut 
in the gross incomes of many of the 
Albany offices. 





AMERICAN CENTRAL CHANGES 
Harold W. Smith has been placed in 
charge of the Western New York State 
field for the American Central of St. 
Louis to relieve State Agent Wm. H. 
Taylor of the duties he has shouldered 
in taking care of the whole New York 
field. Mr. Smith will have his head- 
quarters in Rochester. Mr. Taylor, with 
headquarters in Utica, will continue in 
charge of the Eastern New York State 
business. Mr. Smith has been for two 
years with the American Central in Ohio, 
prior to which he traveled in New Eng- 
land, New York and New Jersey for 
the Phoenix of London group, being 
transferred to Ohio for the same organ- 
ization in 1922. 





MULDAUR OFF TO COAST 

George B. Muldaur, general agent of 
the Underwriters Laboratories, has gone 
to Chicago, whence he will start on a 
speaking tour in the Middle West, 
Southwest and Pacific Coast, returning 
to Chicago through the Canadian North- 
west about June 15. He is traveling 
under the auspices of the insurance de- 
partment of the Chamber of Commerce 
of the United States. 





CANADA CAR PREMIUMS 
Stock companies writing automobile 
insurance in Canada wrote $7,560,724 in 
premiums last year and incurred $4,372,- 
793 in losses, or 57.84%. Companies 
writing more than $300,000 in. premiums 
were these: 
British America, $309,852; British 
Traders, $357,429; General Accident, 
$345,249; Globe Indemnity, $366,445. 





BLUE GOOSE HEARS FORTUNE 

William J. Fortune, vice-president of 
the Shawmut National Bank of Boston, 
will address the dinner meeting of the 
Bay State Blue Goose in Boston this 
evening. Mr, Fortune will speak on bus- 
mess conditions in New England. The 
dinner is also a testimonial to the past 
most loyal ganders. 





NOW ON BALTIMORE BOARD 

U. O. Michaels and Herbert Rossmann 
have been elected to fill the two vacan- 
cles on the executive committee of the 
altimore local board which was caused 
y the resignation of C. O. Richardson 
and Jacob Gross, Jr. William Cunning- 
am, vice-president of the board, has 
fen made president, succeeding Henry 
M. W arfield, resigned. 





ON EXECUTIVE COMMITTEE 

‘orman T. Robertson, vice-president 
of the National Liberty, has been ap- 
Pointed a member of the executive com- 
mittee of the National Board of Fire 
‘nderwriters to fill the unexpired term 
°! Gustav Kehr, retired president of the 
Same company. 





APPOINTED BOSTON AGENT 
¢ American Equitable has appointed 
uel Levine of Boston as general 


’sent for that city, succeeding Russell 
Fairfield, 


Sam 


KENTUCKY COMMISSIONS 





Question Whether Companies Will Pay 
Commissions To Agents On Condi- 
tional Rate Increase 


The question of commissions on the 
increased fire insurance rates in Ken- 
tucky is one that is puzzling the com- 
panies. When the rates were increased 
by 124%% the courts ruled that the extra 
premium income of the companies was 
subject to return, as the increase was 
conditioned upon a favorable outcome for 
the companies of the Missouri rate case 
now before the United States Supreme 
Court. If this case goes against the fire 
companies they must return the extra 
premiums now being collected on Ken- 
tucky business. 

At first many companies were of the 
opinion that agents should not be en- 
titled to commissions on that percentage 
of the premiums represented by the in- 
crease in rates until it is decided finally 
whether the companies shall retain these 
premiums. 
sion of opinion and the companies will 
probably adopt uniform action after a 
meeting next week in Washington of the 
Subscribers’ Actuarial Bureau . 





BURRAGE GENERAL AGENCY 

Paul Burrage, Inc., of Boston, an- 
nounces that it has been appointed as 
general agents of the North Carolina 
Home, Equitable F. & M., Providence 
Underwriters, South Danvers Mutual 
Fire, Lynn Mutual Fire (Automobile De- 
partment) Allied Fire of Utica, and New 
Amsterdam Casualty. 





WILLIAM W. DOUB DIES 
William W. Doub, vice-president and 
underwriter for the Peoples Fire of 
Frederick, Md., died Monday of this 


week after a short illness. 





Carstarphen Hot 
After Fraud Claimants 


(Continued from pzge 18) 


they are manufactured until the moment 
they reach your ultimate consumer. 

“In your business the custom has 
grown up of taking bolts of silk, putting 
a piece of brown paper around them, 
putting on it a couple of cabalistic marks 
and letting it go at that, and yet if they 
were stolen I now call to your attention 
the tremendous difficulty we would have 
to establish in a criminal case that they 
belonged to you originally and were 
stolen from you. 


Delays 


“In the Federal Courts where I was 
a prosecutor for four years we had and 
relied upon Section 37 of the U. S. Crim- 
inal Code which consisted of about three 
lines known as the Conspiracy Statute 
and under which many of the greatest 
criminal cases that have ever been tried 
in the United States have been brought 
to a successful completion. 

“Under that statute in the present in- 
stance it would have been possible to 
have jointly indicted Zeiff, Diamond, a 
man now dead and a lawyer factor who 
has not yet been tried, and all of these 
men could have been tried at one time 
and the moment we succeeded in estab- 
lishing a conspiracy, from that time on 
each act of every one was an overt act 
and was chargeable to every one in the 
conspircy. Contrast this with the law 
of New York until the Baumes Laws 
were passed. These four men were 
jointly indicted for committing grand 
larceny, they were entitled to move and 
obtain a severance. 

“Each had to be tried separately and 
if after the trial of the first there were 
any gaps left in that case the ones tried 
on the second case were able to remedy 
them. 

“Tf they had not obtained an inspection 
of the Grand Jury minutes they were 
able to tell from the trial of the first 
case the strength of the People’s case, 
and to oppose it in the second trial.” 


However, there is some divi-' 
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VERS DEOL NOVEL ODEN CLG VES 


“MORE THAN A CENTURY OF SERVICE” 


The Voice of the People 


A series of letters selected from company and agency files 











BALIEAR 


NUMBER FOUR 


OLLOWING the San Francisco fire- 
in 1906, the prompt and expedi- 
tious efforts of the ASTNA FIRE 

adjusters in handling the many claims 
of Chinese clients inspired the follow- 
ing typically Oriental public proclama- 
tion of gratitude, which was posted in: 


a prominent position on a Chinatown 
wall: 
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Literally: July 30, 1906. 
“American fire Insurance company the Avtna 
fire is the largest. This is the only Company 
you can depend on the representative broker 
Custom House Interpreter C. Rickard the pay- 
ment of the fire of San Francisco quicker 
than any other. The losses of San Francisco 
for 1400 policies pay up to Saturday 1300 poli- 
cies amount $2,546,928.27.” 


@ It is not the main purpose of this series to present 
testimonials; but the foregoing mass-declaration of 
esteem is cited as a significant index of the strong 
public regard in which the AZTNA FIRE is held... 
-one of the big assets of any ASTNA FIRE agent. 





ETNA [Fire] INSURANCE COMPANY 


RALPH B. IVES, PRESIDENT 
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Col. Harold J. Gross 
Of Providence Dead 


WELL-KNOWN -INSURANCE MAN 
He Had Been Lieutenant Governor or 
a Rhode Island and Held Other 
Public Offices 





Colonel Harold Judson Gross, former 
lieutenant governor of Rhode Island and 
a leading insurance man in Rhode Island, 
died on April 3 in Providence after an 
iliness of about two weeks. 

Colonel Gross was a member of G. L. 
& H. J. Gross. They represent the Com- 
mercial Union, Connecticut, Equitable, 
Franklin, Glens Falls, Great nema 

ome, North British & Mercantile, 
aes Assurance, Philadelphia F. & 
M., Phoenix of England, Providence 
Washington, Rhode Island, Springfield 
F. & M., and World F. & M. They are 
also general agents for the Fidelity & 
Casualty and the Fidelity & Deposit. 

Colonel Gross once ran for Governor 
and he continued exerting great public 
influence after leaving public life. He 
was successful in real estate just as he 
was in insurance and his real estate firm 
in New York is called Gross & Gross. 

He was born in Providence sixty years 
ago, the son of John Mason Gross, a 
prominent manufacturer, and _was edu- 
cated in the public schools. From high 
school he entered the insurance business 
and later founded a firm with his brother 
which grew rapidly and branched out into 
the real estate field. He was prominent 
during the World War in community 
drives and served on many wartime com- 
mittees. His military title came through 
his membership in the Rhode Island 
First Light Infantry. 

Was Member of Providence Police 

Commission Once 


Colonel Gross was elected Lieutenant 
Governor in 1920, and at the conclusion 
of his term ran for the Governorship, 
but was defeated by William S. Flynn. 

He was a member of the Providence 
Police Commission for two years, and 
at the time of his death was a member 
of the State House Commission. 

Colonel Gross married twice. His first 
wife was the former Miss Mary Florence 
Wightman, who died in 1901. She left 
a daughter, now Mrs. Thomas Harris. 
In 1907 Colonel Gross married Miss 
Mary Louise Colt, daughter of the late 
United States Senator Le Baron B. Colt. 
Three brothers survive besides his widow 
and daughter. , 

Colonel Gross commanded the First 
Light Infantry of the National Guard for 
six years. He was Police Commissioner 
of Providence from 1904 to 1910. He 
was a director of many corporations be- 
sides those already mentioned. He had 
been president of the Providence Opera 
House Association, vice-president of the 
Union Trust Co., vice-president of the 
New England Grocery Co., president of 
the Textile Finishing and Machinery Co., 
and chairman of the State Republican 
Committee. 

One of his Providence friends once 
said: “You have to grab the Colonel by 
the coat-tails to have a word with him.” 





RUN FULL PAGE AUTO AD 
Five insurance agencies of Hartford last 
week carried a full page advertisement 
in the Hartford “Courant” calling the at- 
tention of automobile owners to the ne- 
cessity of being fully insured before they 
place their cars in operation. Agencies 
which participated in this “good will” 
ad included Allen, Russell & Allen, Alton 
E. Woodford, Beach, Forman & Co., F. 
ge & Co., and Wakefield, Morley 
oO. 


MADE OHIO SPECIAL AGENT 


Ralph S. Freese has been made special 
agent of the Constitution Indemnity for 
Ohio, with headquarters at Columbus. 
Mr. Freese formerly traveled as special 
agent for the United States F. & G. 





Tentative Program 
For Agents’ Meeting 


DISCUSSIONS WILL FEATURE 





Mid-Year Gathering of National Associa- 
tion in Chicago, April 19-21, Lists 
Many Important Topics 





The National Association of Insurance 
Agents has formulated a tentative pro- 
gram for its 1927 mid-year conference, 
which will be held this month in Chicago 
at the Hotel Sherman, on Tuesday, 
Wednesday and Thursday, April 19-21. 
There are to be no set speeches deliv- 
ered, the entire time being devoted to 
discussions of leading problems facing 
the agency forces of this country. 

Among those topics which will prob- 
ably arouse the greatest interest are the 
following: compulsory automobile liabil- 
ity insurance, automobile clubs in insur- 
ance, single interest policy for automo- 
bile finance companies, surety acquisition 
cost rules, inland marine coverage and 
local board advertising. 

Other important subjects of the pro- 
gram include: agent’s opportunity to 
forestall adverse legislation by selling 
the public, raising the membership stand- 
ard, increasing need of local board or- 
ganizations, state association accomplish- 
ments of the last six months, a state 
membership campaign, education of chil- 
dren in accident prevention, strangling 
initiative by uniformity and standardiza- 
tion, and key men in insurance. 

On Monday, April 18, at 10 o’clock in 
the morning there will be a meeting of 
the national executive committee, and at 
the same time on Tuesday the state as- 
sociation officers will meet with the ex- 
ecutive committee. This will be followed 
by a complimentary luncheon conference 
for the state association officers. On 


Tuesday evening will be held the get- 
together dinner. 


Program for First Session 


The program for the Wednesday 
morning session of the mid-year confer- 
ence follows: 

Convention opens Wednesday morning 
at 10 o’clock in the Louis XIV Room, 
first floor, Hotel Sherman. During the 
first session of the conference order will 
be as follows: 

Address of welcome: James M. New- 
burger, of Chicago, president of the IIli- 
nois Association of Insurance Agents. 

Response to welcome. 

Report of executive committee. 

Report of better business methods 
committee. 

_ Report of committee on public rela- 
tions and education. 

Report of fire prevention and conser- 
vation committee. 

he balance of the convention will be 


devoted to talking over the subjects al- 
ready listed. 


Franklin W. Fort 





Fire Reinsurance Treaties 


Eagle Fire Insurance Company 
Baltica Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 








(New Jersey) 
(Denmark) 


Thomas B. Donaldson 























FIRE AND SAFETY RALLY 





Bayonne, N. J., Fire Department Re- 
ceives Prize For Fire Loss Reduc- 
tion; Banner For School Children 

The “fire and safety rally” which was 
held in Bayonne, N. J., on Friday eve- 
ning, on which occasion a prize cup and 
banner was awarded, was of much inter- 
est generally to automobile drivers and 
owners of property subject to fire haz- 
ard, and in particular to mothers and 
fathers. 

The Bayonne fire department, which 
during the period of the past three years 
had the best record for the reduction of 
fire loss of any fire department in Hud- 
son County, N. J., was presented with a 
silver cup by Gilbert E. Stecher, chair- 
man of the fire prevention committee of 
the Hudson County Safety Council. 

Public School No. 8, the pupils of 
which returned the largest number of 
home inspection blanks of all the public 
schools throughout the county in the 
Safety Councils’ educational campaign on 
fire prevention, was the recipient of an 
honor banner. 

Marcus A, Dow, former president of 

the National Safety Council and man- 
ager of the Bureau of Public Safety, 
New York Police Department, delivered 
a lecture entitled “Remember The Little 
Things.” This was followed by a movie 
called “What Price Recklessness,” and 
then the children gave a demonstration 
as to how to turn in a fire alarm. 
_ The presentation of the Stecher cup 
is to be an annual. event in Hudson 
County, and other rallies will be arranged 
from time to time in other cities in the 
county. George E. Keenen presided. 
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RARE TULIP IS INSURED 





“Miss Eaken” Which Won The Presi- 
dent Coolidge Medal Now On Ex- 
hibit At Wanamaker’s 
Because of the rarity of “Miss Helen 
Eaken,” the new white tulip which has 
been placed on exhibition for the next 
nine days at the Wanamaker garden, it 
has been insured for $5,000 during that 
period. This tulip was awarded the 

President Calvin Coolidge medal. 

Shown with it are the President’s Gold 
Medal and the Gold Holland Challenge 
Cup which was won this year by Percy 
Chubb and is offered by the Holland 
Bulb Exporters’ Association for the best 
private exhibit in which Holland bulbs 
predominate. 

This is an “all-star” flower show made 
up of the blooms that won medals and 
first prizes at the recent international 
exhibition in the Grand Central Pal- 
ace, New York. 





NEW CLUB QUARTERS OPENED 

The formal opening of the new quar- 
ters of the Insurance Club of Chicago 
in the Great Northern Hotel took place 
on the evening of April 5. Following 
a lecture by Prof. C. B. Cooper, of the 
Armour Institute, before the educational 
classes of the club at 5.30, the members 
of the club adjourned to the new club 
quarters where a buffet luncheon was 
served. The new rooms are attractive 
and afford an excellent meeting place for 
the fraternity. A large increase in the 
membership is looked for now that the 
club rooms are open as some applicants 
have preferred to wait until the project 
was consummated. 





VIRGINIA UNDERWRITING LOSS 
For the five years, December 31, 1925, 
stock fire insurance companies operating 
in Virginia sustained an_ underwriting 
loss of over 4%. Premiums earned dur- 
ing this period amounted to $51,557,325; 
losses incurred, $31,221,256, and expenses 
incurred, $22,498,219. The total under 
writing loss amounted to $2,162,150. 
These figures have been introduced 4 
testimony on behalf of the companies 
the legislative investigation in Ricimot 
into fire and casualty insurance rates. 





SYRACUSE MERGER : 
A consolidation in Syracuse is ‘hat 
A. T. Armstrong Co. and Leonard, Turt- 
bull & Johnson. Offices will be in the 
Heffernan building. Leonard, Turnbull 
& Johnson is the firm with which the 
late Glenn H. Johnson, former presidet! 
of the New York State Association ° 
Insurance Agents, was connected. 


SPECIAL FOR SPRINGFIELD 
Roy E. Wheeler has been appointed 
special agent in Iowa for the Springfi¢ 
Fire & Marine, and will work in t 
territory under State Agent C. M. Wad 
worth. 
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Wrecks Chief Cause 
Of 1926 R. R. Losses 


CARELESSNESS CLAIMS HEAVY 





Railroad Insurance Association Paid 
$1,759,224 Last Year; Heating and 
Electrical Fires Take Heavy Toll 





The Railroad Insurance Association, 
which handles railroad fire insurance for 
twelve of the largest insurers in this 
country, has sent out a review of the 
experience for 1926. Charles N. Rambo 
is mane.ger of this association. The clas- 
sification of causes of fires is for actual 
losses paid for by the Association in 
1926 and represents approximately 20% 
of the estimated number of fires annu- 
ally on all steam railroads in the United 
States. 

In 1926 the total losses of the R. I. A. 
amounted to $1,759,224. The greatest 
single cause was fire as the result of 


wrecks, collision or derailments, which 


accounted for losses of $227,319. The 
next largest cause was fire from adjacent 
property which brought claims amount- 
ing to $173,990. Electrical defects caused 
losses of $140,723 and overheated and 
defective heating systems led to pay- 
ments of $140,632. Carelessness contrib- 
uted to losses to the extent of $143,619, 
while sparks from locomotives, open 
torches, boilers, forges, cotton gins and 
other sources added $85,621 more to the 
losses paid. Losses due to leaking oil 
and gasoline, varnish removers, explo- 
sions and burning of paint caused pay- 
ments of $84,967. 

The Railroad Insurance Association 
has prepared a comparative table show- 
ing the number of losses by group causes 
sustained during the last five years. Ac- 
cording to this table, which follows, the 


§ 1926 losses were slightly below the av- 


Bigger Building In 
Chicago For Insurance 


21-STORY EXCHANGE ADDITION 





Will Represent Valuation of $15,000,000; 
Foundation Will Make High Struc- 
ture Possible Later 





Complete plans for Chicago’s largest 
office building, which is to occupy the 
entire block between Jackson Boulevard 
and Van Buren Street, were announced 
this week. 

The building, one of the largest office 
buildings in the world, will consist of the 
present Insurance Exchange Building and 
a twenty-one story addition. 

It will represent a valuation of $15,- 
000,000. The structure will have a ground 
floor area of 80,000 square feet. Con- 
struction will be started soon with a view 
to completion before May 1, 1928. 

Announcement of the building was 
made recently with the leasing of the 
site, 200x200 feet, south and adjacent to 
the Insurance Exchange, for ninety-nine 
years from the University of Chicago. 
The total rental was reported at $18,- 
930,810, or an annual rental of $101,- 
220.31. 


Will Erect Building 


The project to be undertaken by the 
syndicate which now holds a controlling 
interest in the Insurance Exchange 
Building, Graham, Anderson, Probst & 
White, architects, are preparing plans 
for the huge addition, to cost $7,500,000. 

The present structure and the addi- 
tion will be inter-connected, and consti- 
tute a single building. The new unit will 
be a replica of the Exchange, compris- 
ing twenty-one stories. Foundations will 
be laid for forty-one stories, allowing 
for an additional twenty-one story unit. 





erage: It is planned to erect the addition in 

Cause Group: 1922 1923 1924 1925 1926 Average 
1 Ligh <a, Vice eke 45 47 32 35 18 35 
B. Hesse sei ktecesseaus 158 180 156 176 190 172 
DS Pape ek ost se wit ae 10 18 16 51 59. 31 
*. Oils; Paints:  €teie oc ice 11 28 26 33 30 25 
 Hlecti@al)). ciiscaadees tee 18 36 42 46 68 42 
Se Spaesetccs rev ecnceees 207 308 249 263 227 251 
4 6Cavelpaaaews: Soles cides 69 133 131 160 157 130 
& Outside causes <o.5. ccccs 452 439 393 634 427 469 
9. Miscellaneous ........... 169 419 286 310 346 306 
1 Unitiowae ssh cies taks 684 837 433 362 392 542 
TODAES ous’ 1,823 2,445 1,764 2070 1,914 2,003 
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DISSOLVE PARTNERSHIP 


After fifteen years as business asso- 
Clates Patrick J. Smith and John Kelle- 
her, of the real estate and insurance firm 
of Smith & Kelleher, has dissolved part- 
nership. The firm has been located at 
37 Jersey avenue, Jersey City. Both 
men intend to continue in the real es- 
tate and insurance business. Mr. Kelle- 
her remaining at the present address of 
the firm, while his former associate has 
Opened an office at 500 Jersey avenue. 


JERSEY EXAMINERS 
Commissioner Edward Maxson of the 
tw Jersey Department of Banking and 

Insurance, has announced the appoint- 
Ment of the following junior insurance 
‘xaminers working from the Newark of- 
fice : Wilbur A. Brady, Mortimer Schrot, 


illiam E, McDermott and Harry 
odge, 








CHARTERED IN ROCHESTER 
Business Collateral Corporation of 
tw York, Rochester, N. Y., selling in- 
Pre og in all branches, has been char- 
ted at Albany with $25,000 capital. Irv- 
ng E. and W. Eugene Dennis, Ithaca, 
Y x5 and Barton Baker, Rochester, N. 
» are directors and subscribers. 


= GOOSE HEARS HOLLAND 
Pr aeries H. Holland, president, Inde- 
beh ence Companies, spoke on Monday 

Ore the Chesapeake pond of the Blue 


Se at their dinner in the Southern 
Otel, Baltimore. 





Dickenson, Litt & Wild, Inc., New 
York City, insurance adjusters, has been 
chartered at Albany with a capital of 
1,000 shares non par value. 


oe nes 














O. J. PRIOR, President 





INCORPORATED 1868 


The Standard Hive Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 

















two units. The Open Board of Trade 
Building and the Pennsylvania Office 
Building will be permitted to remain as 
they are until the adjoining unit of the 
new building to the south is completed. 
Tenants in these two buildings will then 
be moved into the new structure and the 
second unit started. 


GOOD DISPLAY ADVERTISING 


Mills-Muller Corporation Of Valley 
Stream, L. I., Uses Local News- 
papers Effectively 
The Mills-Muller Corporation, a pro- 
gressive insurance organization of Val- 
ley Stream, L. I., is doing some good 
local newspaper display advertising. 
Their business is mostly in automobile 
insurance, though they handle all lines 
including windstorm and rental value in- 

surance. 

Recently they carried an attractive full 
page ad on rental value insurance in one 
of the local newspapers. The caption at 
the top of the ad read: “Going Like A 
House Afire,” accompanied by an illus- 
tration showing a house in flames. The 
advertisement called attention to the fact 
that the owner of a building or dwelling 
would, in the event of fire, have to rent 
some other dwelling or store while re- 
pairs were being made. At the bottom 
of the set-up was another caption: “Keep 
A Roof Over Your Head.” 

The Mills-Muller 
also done some fine automobile insur- 
ance advertising, using window display, 
direct mail and other media for that 
purpose. - 








116th Annual Statement 
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NEWARK FIRE INSURANCE COMPANY 


Newark, N. J. 


January Ist, 1927 


ASSETS 
Cash in Banks and Of- 
WON 3 5 onic enc coastell Meas $ 592,899.90 
fT PR ae Pe ae ~ 5,128,665.00 
SIRES oct Us akon 619,824.50 





OEE CR Ee PU 250,350.00 
Real Estate Owned..... 185,776.47 
Premiums in Course of 

Collection ............ 700,309.23 
Accrued Interest and 

Other Assets ........ 98,296.39 

Total Assets ......... $7,574,121.49 

CAPTUALS cs cant vaeeles Pty 
SURPLUS 


Ce ee eee ere reas ses eoes 


LIABILITIES 
Reserve for Unearned 
Premiums ............ $3,773,424.35 


Reserve for Losses in 

Course of Adjustment 498,144.44 
Reserve for All Other 

Liabilities ........ 205,117.92 
Cash Capital ............ 1,000,000.00 
Net Surplus Over Capi- 

tal and Liabilities. .... 2,097,434.78 


Total Capital and Lia- 


bilities ..............$7,574,121.49 
AS eS Re $1,000,000.00 
Mees. Cikit oes 2,097,434.78 
Were Se 3,097,434.78 
Sh RI eR $837,357.28 
Ad aiiutaalon medias eines 180,455.98 
pikcvusk cbiteeeeeoke 318,298.02 
es cipal thee eee 544,249.95 


Royal Exchange Assurance 


1720—1926 


CAR AND GENERAL 
INSURANCE CORPORATION, LIMITED 
United States Head Office, 95 Maiden Lane, New York 


organization has~- 


NEW COMPANY IN TEXAS 





Fidelity American Organized in Houston; 
Will Write All Lines Except Life; 
$300,000 Reported Capital 
The Fidelity American, a general in- 
surance company, has been organized in 
Houston, Tex., by W. L. Dennis and as- 
sociates, with a capital and surplus of 
$300,000. Charter and license have been 
granted to the company who will begin 
to write business the latter part of this 

month. 

The new company, who will have their 
headquarters in the State National Bank 
building, Houston, will write all lines ex- 
cept life. e 

The officers of the organization are as 
follows: W.L. Dennis, president; A. M. 
Tomforde, E. L. Crain and W. E. Wo- 
mark, vice-presidents; M. E. Mansell, 
secretary, and E. Tomforde, treasurer. 
The board of directors is made up of 
M. D. Anderson, E. L. Crain, | ee: 8 
Crooker, W. L. Dennis, H. Hillard, El- 
wood Fauts, R. S. Jarrett, E. L. Neville, 
T. C. Spencer, J. W. Sanders, A. M. 


Tomforte, J. A. Tennant and K. E. Wo- 
mack, 





KENNY WITH JENKINS AGENCY 
Frank Kenny has been appointed un- 
derwriter for the Jenkins Agency, Inc, 
of Brooklyn. He has been in the met- 
ropolitan department of the Liverpool & 
London & Globe in New York for the 
last nine years, in charge of the counter 
for Brooklyn business. Last week his 
associates in the L. & L. & G. office pre- 
sented Mr. Kenny with a fine console 
model radio as a token of friendship. 





PLAN SAFETY FILM 

Insurance men of Houston, Tex., plan 
production of a motion picture film on 
safety for the purpose of cutting down 
automobile accidents in that city. The 
film is to be produced as a moving drama 
depicting the average man’s life, showing 
how he drives an automobile, walks the 
streets, how his children frequently play 
carelessly in the streets and how the 
average man himself may accidently in- 
jure or kill some one. 





FIRE MUTUAL DISSOLVED 
The Spring Garden Mutual Fire of 
York, Pa., has been ordered dissolved 
and assets placed in the hands of the 
Pennsylvania insurance department for 
liquidation. It is said the company has 
debts exceeding $100,000. Policyholders 

have formed a protective committee. 





S. V. Bogert Company, Inc., and Com- 
monwealth Agency, Inc., New York City, 
selling all kinds of insurance, have been 
chartered at Albany with $5,000 capital 
each. Their directors and subscribers are 
Frank M. Clute, Maurice W. Clarke and 
Lillian Scholerman. 
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New British Bill 
Drafted In London 


BROAD POWERS ARE INCLUDED 





Marine and Auto Risks to Come Under 
Act of 1909; Stringent Deposit 
Requirements 





London, March 28.—The repeal of the 
\ssurance Companies Act, 1909, and its 
re-enactment with the amendments con- 
sidered necessary, are proposed by the 
committee appointed by the president of 
the Board of Trade on July 30, 1924. The 
chairman of the committee is Justice Clau- 
son, and the other original members in- 
clude representatives of the Board of 
Trade, the Home Office, and insurance 
companies, together with the Industrial 
Insurance Commissioner. The members 
are: S. J. H. W. Allin, Sir Gilbert Garn- 
sey, C. M. Knowles, J. C. McBride (since 
dead), O. Morgan-Owen, W. P. Phelps, 
G. Stuart Robertson, A. L. Sturge, H. M. 
Trouncer and H. M. Winearls. 

The committee point out that it would 
Le easy for them to express their conclu- 
sions on the various matters under con- 
sideration in general terms, but that the 
real difficulties would be found to emerge 
only on the drafting of an amending bill. 
‘They therefore invited L. A. J. Granville 
kam, third parliamentary counsel to the 
‘lreasury, to join them, in order to assist 
them in embodying their conclusion in the 
form of a bill. 

To Regulate Marine and Auto 

Marine and automobile insurance are to 
be brought within the scope of the pro- 
posed measure. Separate deposits of £20,- 
000 ($100,000) each will still be required 
for (1) life assurance, (2) employers’ lia- 
bility, and’ (3) industrial insurance, but 
it is proposed to permit a company which 
has made deposits in respect of either (1) 
or (2) to carry on every other class of 
insurance outside the three specified with- 
out further deposits. If, however, neith- 
er of the deposits has been made under 
(1) or (2), then deposits for other classes 
of business are to be on a_ graduated 
scale. Thus the deposit in respect of any 
fire and marine business, or of either of 
them, is to be £20,000. For motor vehicle 
business and personal accident business, 
or either of them, it is to be £15,000 ($75,- 
QUO). The deposit in respect of miscel- 
laneous business is to be £10,000 ($50,- 
QUO) in case of insurers who do not carry 
on any of the businesses specified above, 
or in some instances £5,000 ($25,000). For 
industrial assurance the deposit is to be 
£20,000. 

Powers are given to the Board of Trade 
to postpone the making of a deposit where 
the company’s business is small but finan- 
cially sound. British companies with for- 
eign business will be required to show in 
their annual returns any deposits made 
abroad under foreign laws for the benefit 
of particular classes of policyholders. 

More Powers to Board of Trade 

Increased powers are given to the Board 
of Trade to deal with unsatisfactory com- 
panies. The Board will be empowered to 
apply to the Court for the appointment of 
inspectors in cases of doubtful solvency, 
or where an offence has been committed 
by a company. It will also be empowered 
to proceed, through the attorney-general, 
for the winding up of a company in cases 
of default in depositing, or keeping de- 


posited, any sum in accordance with the. 


requirement of the Act, or if default in 
complying with any other requirement of 
the act is continued for a period of three 
months, after notice of the default has 
been given to the company by the board. 
It will also be empowered to intervene, if 
necessary, in cases of transfer of business 
or amalgamation of companies. 

The life assurance fund of companies 
doing general business is to be represent- 
ed by separate assets, which are to be set 
out in a separate balance sheet. It is 
stipulated that no part of the fund may 
be invested, directly or indirectly, without 
the sanction of the court, in any other 
insurance business. 

Every director of a company is to be, 


virtually, in the position of a trustee, and 
any director, manager, liquidator or offi- 
cer of the company is to be deemed liable 
in respect of misfeasance in relation to 
the company, unless he proves that the 
contravention occurred without his con- 
sent or connivance, and was not facili- 
tated by any neglect on his part. 

Annual accounts are to be compiled 
with greater detail, and more particulars 
are to be given as to the value of assets 
in both the accounts and the auditors 
certificates. The position of members of 
Lloyd’s is to remain much as hitherto, 
with the exception that marine business 
is to be brought into line with their fire 
and accident insurance. 

‘The matter of licensing agents and 
sharing of commissions was under dis- 
cussion, but the Committee felt that 
“recommendation of legislation of this 
kind would be outside the purview of 
their reference.” 





SYRACUSE AGENTS’ MEETING 

The Syracuse Field Club, composed 
principally of ‘special agents operating in 
the western part of New York State, will 
entertain the local agents of Syracuse at 
an intormal dinner at the Hotel Syracuse 
in that city on Friday evening, April 22. 
lt is expected that trom 100 to 125 insur- 
ance men will be present, among whom 
wil be a large group ot fire insurance 
company home ottice executives. 





DAVIS GOES TO PITTSBURGH 

Robert B. Davis, for ten years with 
the Merchants and Manufacturers 
Agency in Baltimore, has resigned and 
has been appointed agency supervisor of 
the National Union Fire at Pittsburgh. 
Davis first entered the fire insurance 
business in 1904 with E. P. Wyatt of 
Crisfield, coming to Baltimore in 1917, 





MRS. S. R. WEED DIES 
Mrs. Nellie S. Weed, widow of the late 
Samuel R. Weed, of Weed & Kennedy, 
died in New York City last Saturday. 
She was eighty-seven years of age. 


FREDERICK A. WHITE DIES 





Was Deputy Chairman Of The Marine 
Of England; Fifty-nine Years In 
Marine Insurance 
Frederick Augustus White, well-known 
and successful marine underwriter, died 
recently in England, aged 86. For some 
weeks he had been in failing health, but 
until recently he had preserved remark- 
able vigor and business faculties. Lately, 
on the death of Sir Frederick Green, he 
was elected deputy-chairman of the Ma- 

rine Insurance Company, Limited. 

Mr. White was elected an underwrit- 
ing member of Lloyd’s in 1868 and con- 
tinued as such until 1889, when he be- 
came a non-underwriting member. At 
the end of 1894 he resigned his member- 
ship. He was present at the laying of 
the foundation-stone of the new Lloyd’s 
building in Leadenhall street in 1925. His 
elder son, Arthur Frederick White, who 
was elected an underwriting member “of 
Lloyd’s in 1890, and would probably have 
held, had he lived, the highest offices 
in the corporation, died in 1909, and 
his younger son, Graham Burnand White, 
an underwriting member of Lloyd’s and 
a director of Hartley, Cooper & Co, 
Ltd., died in 1923. Last September a 
portrait of Mr. White was unveiled in 
the board room of the Marine by F. W. 
Pascoe Rutter, the chairman of the com- 
pany. The portrait was painted by 
George Harcourt, in commemoration of 
Mr. White’s fifty-two years’ association 
with the company. Mr. White was gen- 
erally regarded as a brilliant marine un- 
derwriter and as largely responsible for 
the strong foundations on which the 
prosperity of The Marine was built. 





PAPER MAKES CHANGE 


“The National Insurance Journal,” or- 
gan of the reciprocals and interinsurers, 
has changed its typographical appearance 
and its policy. Hereafter it will be a 
paper devoted to the interest of agents 
and will feature salesmanship. 
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Governor Smith Signs 
Insurance Measure 


SOME LEFT TO BE APPROVE) 





Thirteen Bills Become Law; Deai Wit 
Fire, Life And Casualty Divisions 
Of State Law 





Albany, April 4—Governor Smith ha 
signed the following insurance measures! 

Chapter 457. By Mr. Burchill, Ser 
ate Print 1640, amending the highwy 
law, in relation to deposit with commi 
sioner of motor vehicles of corporat 
stock or bonds of a municipal corpor 
tion, in lieu of indemnity bonds or ix 
surance policies, by corporations operat 
ing under the public service cominissio 
law. 

Chapter 462, by Mr. Pitcher, Senat/ 
Print 943, amending subdivision 4 of Se 
70, in relation to indemnifying agains 
loss in the mails and loss of bills of ex 
change, notes, drafts, 
drafts, bonds, securities, evidences 
debt, deeds, mortgages, documents, cur 
rency and money transported in armored 
vehicles. 

Chapter 464, by H. D. Williams, Senat 
Print 1590, adding new subdivision 14t 
section 7l-a Insurance Law, in relatio 
to the consolidation of certain insurance 
corporations. 

Chapter 465, by Mr. Wales, Senatt 
Print 1645, adding new section 67-a In 
surance Law, in relation to approval o 
premium rates for motor vehicles insure 
or bonded pursuant to the highway lav 

Chapter 406, by Mr. Hamill, Assembjj 
Print 2178, amending Sec. 214, by e& 
empting the New York Produce Ex 
change from provisions of article relat 
ing to fraternal insurance. . 

Chapter 467, by Mr. Stone, Assembly 
Print 1747, amending Sec.. 83 Insuranef 
Law, in relation to distribution of sur 
plus by both participating and non-pat 
ticipating companies (life). 

Chapter 468, by Mr. Byrne, Senati 
Print 637, adding new Sec. 55-a, Insur 
ance Law, in relation to rights of cret 
itors and beneficiaries under policies 0 
life insurance. 

Chapter 469, by Mr. Fearon, Senati 
Print 16446, amending Sec. 106, in rel 
tion to the election of directors of mv 
tual life insurance corporations. 

Chapter 470, by Mr. H. D. William 
Senate Print 1452, amending Sec. 190 aul 
Sec. 345 in relation to notification of si 
perintendent of insurance of territorii 
divisions in which dividends of certain it 
surance corporations will be paid. 

Chapter 471, by Mr. Phelps, Assembly 
Print 2095, amending Sec. 71-a, in rel 
tion to mutual life, health and casualty 
corporations. 

Chapter 472, by Mr. Wales, Senatt 
Print 531, adds now Sec. 83-a Insurant! 
Law and Sec. 1192 penal law in relatio 
to definition of industrial life policy. 

Chapter 513, by Mr. Garnjost, Asset 
bly Print 911, amending Chapter 308 ¢ 
the. laws of 1912, which provides for th 
distribution of the percentage or tax 
receipts of foreign fire insurance coll 
panies doing business in city of Yonkers 

Chapter 552, by Mr. Cheney, Assembl 
Print 1475, providing for the payment! 
taxes paid by agents of foreign fire ™ 
surance companies in the County 
Lackawanna to the Lackawanna Fire De 
partment Benevolent Association. 





SOMMERS LEAVES FOR COAST 

Paul B. Sommers, vice-president of the 
American of Newark, left on Tuesday ™ 
an extended business trip to the co 
and through the Southern States. ™ 
will go direct to San Francisco and the! 
visit Los Angeles, Texas, Memphis # 
Dayton, Ohio. He will return 2 
May 1. 


HAVE STANDARD COUPLINGS | 
According to George W. Booth, chit 
engineer of the National Board of MM 
Underwriters, there are 2,000 cities # 
towns in the United States which hi 
standardized their hose couplings im 
last five years. Oregon requires that 





such couplings be standard by siate 
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Sprinklers Help Answer The Question 
That Puzzles All Insurance Agents 


There isn’t an- ambitious local agent 
anywhere in America who hasn’t leaned 
pack in his chair at some time or another 
and asked himself, “How can I increase 
my business? My premiums? My per- 
sonal income?” He has had answers 
from a hundred different sources, point- 
ing the way in a hundred different direc- 
tions. Some of them led to results, de- 
pending upon the agent himself and upon 
the territory in which he was seeking to 
get ahead. 

But all said and done, according to the 
consensus of the agencies which have 
made greatest progress in the quickest 
time, there is no patented, short-cut 
route to premiums and prestige. Actu- 
ally, they say, an agency that derives 
most of its premiums (and profits) from 
fire and allied lines of insurance must 
depend for increased income on two 
sources: Holding old clients, and getting 
new ones. As simple as it may seem, 
reducing rates for the assured via the 
installation of automatic sprinklers serves 
both purposes, and has proved itself a 
big “ace” in the game that all local 
agents and brokers play. 


How a New Agent Broke In 


A live-wire agent, for example, re- 
cently opened an office in a new town. 
li was a hard town to “break into” be- 
cause most of the better risks were 
“anchored” with agencies which had been 
doing business there for years and years. 
Sut the newcomer was not discouraged. 
He had had insurance experience in a 
manufacturing city in Ohio, and had 
moved to the new location only because 
his wife’s health demanded it. Despite 
the fact all risks in the new town were 
“sewed up,” he had an idea he could un- 
rip a few by personality and progressive 
methods. 

The first person he tackled was the 
owner of the best laundry in the town. 
Purposcly he sent his own dirty clothes 
there the first week, and had something 
complimentary to say to the owner and 
manager when he dropped in his office, 
business-bent. 

“By the way,” he said, after the ice 
had been melted, “have you all the fire 
msurance you need on this plant?” 
qt, think so,” smiled the laundryman. 
Is insurance your business?” 

Yes—insurance, and nothing else. 
Would you mnd telling mé@ how much 
you carry, and what you pay for it?” 

The ice having been broken in a dip- 
matic way, the prospect told him: 
Perhaps the amount of your cover- 
age is all right, but you are paying too 
much for it,” the agent commented. 

guess not. The biggest, oldest and 
best agency in this town has handled our 
fe insurance for years. What do you 
mean, ‘|’m paying too much’ ?” ‘ 

I sail the premium you pay for the 
Protection you get is out of line,” the 
ig went on. “If you installed a sprin- 
rod system in your plant, the rate would 

P so much that the premium savings 
Would pay for the sprinklers in a few 
pia and after that—well, the annual 
avings would be just so much money in 


your own pocket. Here—I can 
: — show you 
mm black and white.” ; 


lor 


Sprinklers Cut Premium Rate 


a a few days later the “biggest and 
a and best agency” in the town tele- 
ned the laundryman and told him in 
Peasant terms that it was time to renew 
Is fire policy, 
Barts right,” replied the laundryman. 
ete “he taken care of. Yeah, I gave 
‘a iat new agent. He seems to know 
- ge Sprinkler leakage? Yeah, 
Stink such a saving in premium with 
Nklers in, as he recommended, that 
him an order for sprinkler 
Yeah? Sure, you've been 
muir y insurance for years, and 
low S.me a lot more than I should 
Paid! Why didn’t you tell me 


‘ ere 


gladly gave 
leakage also, 
andline m 


about cutting the rate with automatic 
sprinklers ?” 

“Say, wait a minute! A sprinkler sys- 
tem. costs a lot of money, and I didn’t 
think——’” 

“That’s just it! You didn’t think! 
This new agent has put me in touch with 
a sprinkler agency which will install 
sprinklers for me,-and let the premium 
savings for a few years take care of the 
entire cost. I don’t have to put up a 
nickel. No, you’ve lost my business, and 
you are likely to lose more if you don’t 
wake up. I’m telling all my friends 
about this sprinkler proposition.” 

And the telephone clicked—because the 
laundryman’s fire insurance rate had 
been cut from $1.65 per $100 to 41 cents 
by reason of the installation of auto- 
matic sprinkler equipment. 

Insuring New Property 

That’s one side of the picture—the side 
that has to do with holding old clients. 
The other angle that interests all up-and- 
coming local agents is the acquisition of 
new accounts. In this direction sprin- 
klers are playing a big part also, both 
as regards buildings undergoing im- 
provements and new constructions. 

Opportunities in the latter direction are 
greater, perhaps, than the average agent 
thinks. Just the other day a national 
survey disclosed that building activities 
during March were ahead of last year’s 
record for the same month. The con- 
struction record for the month disclosed 
such totals as $82,140,000 for commercial 
buildings; $31,765,210 for educational 
buildings, and $28,425,420 for industrial 
plants. 

Every dollar of these authorized ex- 
penditures—a total of more than $142,- 
000,000 for a single month—are begging 
for insurance; and when it comes to 
insurance on such buildings, sprinklers 
are the key with which to open the door 
to new accounts. 

Not all of this building will take place 
within the immediate territory of any 
local agent. But some of it will; and 
therein lies both an opportunity and a 
challenge. Do you watch the “Building 





Permits” column of your local newspa- 
per? Do you get in touch with new 
owners before they start building? Do 
you approach them with “something spe- 
cific” in the form of service—that is, a 
plan which will get them lower insurance 
costs than they can get anywhere else? 

If you do, you are very apt to get the 
business; and unquestionably any plan 
that guarantees lower insurance costs on 
any risk worth “shooting for” includes 
the installation of automatic sprinkler 
equipment. 

Along this line, the production man- 
ager of an outstanding agency recently 
said: 

“When it comes to getting new busi- 
ness, a local agent approaches the prop- 
erty owner with regard for two facts— 
whether his property is not insured, or 
whether it is insured with another agen- 
cy. In the latter case, due consideration 
must be given to the unwritten laws gov- 
erning the solicitation of business. 

“Work on such risks, nevertheless, 
usually follows an inquiry from the as- 
sured—perhaps as the result of the 
agent’s work on another property. Fur- 
thermore, few plants that are not sprin- 
klered are controlled exclusively by one 
agency, but usually have farmed their 
policies out among many agencies. 

“Forgetting personal feelings, an agent 
may solicit such business without hesita- 
tion, and serve the insured an additional 
good turn by consolidating his insurance 
into a few big policies. That is one of 
the indirect benefits to the insured from 
sprinkling his plant. He can get bigger 
lines in fewer and stronger companies, 
which guarantees more prompt and satis- 
factory loss adjustments. 


“The usual approach to such a pros- 
pect, after his attention has been gained, 
and permission has been granted to make 
a proposition, is to make a thorough in- 
vestigation of his present rating and ad- 
vise him of all possibilities for credit 
through other improvements. -Add to 
that a report on the probable rates with 
automatic sprinklers and include an esti- 
mate of the cost. Such estimates will 
be furnished without charge by the 
sprinkler installation companies, or by 
one of the concerns making a business 
of financing such installations on an in- 
stallment basis.” 


— 
enter 
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In Nevada today, there is a gold 
rush reminiscent of the days of ’49. 


Of the thousands struggling and 
toiling and staking all in this quest 
‘for gold, a few may strike pay dirt: 


We know of a bonanza where 
everyone who works a claim can reap 
a golden reward. 


Millions in unwritten insurance lie 
hidden in the fields of Rent, Rental 
Value and Use and Occupancy. 


You do not have to leave your 
home, or face the dangers and hard- 
ships of those goldseekers in Nevada. 
It is right at your doorstep. Go after 
it—you can’t lose. 








We will grubstake you to the tools 
and show you the way. Ask your 
Continental Special Agent. 


Che CONTINENTAL 
INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, N.Y. 


STURM, Chairman of t! 
PAUL L.HMAID, Presiden’ 


CASH CAPITAL“ TEN MILLION DOLLARS 
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NEW YORK * CHICAGO *¢ MONTREAL * SAN FRANCISCO 
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“The Continental Commands Confidence” 
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Florida Ass’n. Now 
Numbers 400 Agents 


COME-BACK HAS BEEN STRONG 





Veterans and National President Attend 
Annual Meeting at Tampa; Trib- 
ute to C. A. Payne 


By Hervey W. Laird 

When he called the recent 1927 con- 
yention of the Florida Local Underwrit- 
ers to order in the ball room of the 
Tampa Bay Hotel, President Clifford A. 
Payne faced one of the largest bodies 
of agents ever assembled in a Southern 
State. He had the satisfaction of know- 
ing that the membership has reached 
within less than a dozen of four hun- 
dred. 

When Mr. Payne became president, 
back in 1924, things had gone well back- 
ward in the Florida association. The 
membership was small and the finances 
in “the red.” Nothing daunted, how- 
ever, he took up the fight to bring things 
toa state of satisfaction and power for 
the advancement of the forces of which 
he is a part. In 1925 he saw his cohorts 
take the National Association trophy for 
the largest pro rata increase in member- 
ship for the year. He had the pleasure 
of seeing them repeat last year. If this 
cup is taken three times in succession, it 
becomes the property of the state asso- 
ciation so doing. Mr. Payne now con- 
siders that an ambition in no sense out 
of reach. 

Association Veterans Present 


Twenty-three years ago the Florida 
Local Underwriters Association was or- 
ganized in the same ball room in the 
hotel that took care of the sessions just 
held. Among the originators of the 
movement were Dr. S. L. Lowry and R. 
M. Prince, of Tampa, hosts of the 1927 
assembly. President Payne presented 
Dr. Lowry as the “daddy” of the asso- 
ciation. The doctor had charge of the 
entertainment of this occasion, while Mr. 
Prince, as president of the local board, 
was the general chairman. 

Prominent guests present included 
Frank L. Gardner, president of the Na- 
tional Association; Hon. Herbert J. 
Drane, Congressman from the First Flor- 
ida District; Hon. J. C. Luning, insur- 
ance commissioner; W. W. Carnes, of 
Bradenton, graduate of the United States 
Naval Academy, a recent visitor to that 
institution by appointment of President 
Coolidge, and an insurance man for fifty- 
nine years, Though Captain Carnes is 
eighty-five years of age, he is vigorous 
and active as an agent. 

. Commissioner Luning’ is more regular, 
Perhaps, in his attendance upon agency 
meetings than many of the agents them- 
selves. Mr. Luning said that the agents 
are a highly dependable body, and he 
can always expect results when he asks 
them to take a hand in any department 
of service. He was particularly grateful 
for what they did in the days and weeks 
ollowine the great storm. 

resident Payne said that things were 
In good shape with regard to the rela- 
tions of companies and agents in Flor- 
ida, except the impression among the 
latter that rules governing tornado risks 
Were burdensome and should be changed, 
and, further, that there is no reason for 

€ increase in tornado rates in most of 
the state, 

Both as president for the state and 





Mr. Payne had found it difficult to get 
agents and company men down to a con- 
Versational basis about their problems. 
© he brought about the organization of 
the Agents Advisory Board, composed of 
the regional vice-president and the presi- 
nts of the state associations of the 

utheastern Underwriters Association 
territory. It promises well, he says. The 
Company organization will have repre- 
Seitatives at the Mid-Year Conference of 


regional vice-president for the nation, . 


the National Association in Chicago to 
confer with the members on matters of 
interest to both. 

Membership Almost 400 


Secretary E. S. B. Nobbs reported the 
membership .at slightly under 400, not 
being able to give exact figures because 
some checks had come late, and that the 
balance in the treasury was $1,168 and 
no debts or other outstanding obliga- 
tions. 

H. H. Thornton, of Pensacola, who has 
a controversy with Dr. S. L. Lowry as 
to just who is the oldest man of the 
Florida agents, said that the labor fed- 
eration was getting ready to ask a com- 
pensation bill from the legislature soon 
to be in session, and would ask with it 
a state monopolistic fund. 

John B. Morton, former president of 
the National Board, who is wintering at 
Clearwater, made a short talk at the 
opening of the afternoon session. C. H. 
Doscher, of the field service of the Na- 
tional Association, talked of the value 
of local boards and his work in Florida 
for two weeks. Earl Freeman, member- 
ship chairman, said things were working 
well toward getting the cup for keeps, 
and a cordial letter was read from Ar- 
thur Lane, an old Hartford special agent, 
now at Deland, emphasizing the impor- 
tance of cordial relations between com- 
pany men and agents. The successful 
methods of the local board at Jackson- 
ville were explained by Eugene Ober- 
dorfer, and Finley Cannon, chairman of 
the fire prevention committee, told of 
the work in his line. 

In executive session the question of 
company and agency relations was taken 
up, and from some of. the things that 
came out there was plain talk on the 
question of tornado rates and rules. It 
is also understood that the Florida fel- 
lows are going to make a big kick to 
have the fifteen day rule on non-taken 
policies fit in with the agreement between 
the National Association and the Nation- 
al Board, which plan has.not yet gotten 
to the S. E. A. U. 


Penna. Federation 

Plans Big Meeting 
OTHER ORGANIZATIONS JOIN 
Convention Will Be Held During 


“Pennsylvania Insurance Days” at 


Philadelphia, May 23-25 








Pennsylvania Insurance Days, together 
with a convention embracing many in- 
surance interests, will be held in Phila- 
delphia at the Benjamin Franklin Hotel, 
on May 23, 24 and 25, under the auspices 
of the Insurance Society of Philadelphia, 
the Casualty Underwriters’ Association, 
the Surety Underwriters’ Association, the 
Underwriters’ Ciub, the Health & Acci- 
dent Alliance, the Red Roosters, an in- 
surance men’s club, and the Insurance 
Federation of Pennsylvania. 

It is expected that at least 1,000 in- 
surance men will attend the convention, 
coming from all over Pennsylvania. They 
represent the companies and agencies 
writing annually millions of dollars of 
insurance on lives and property in the 
Commonwealth. 

“Education of the insuring public in 
the last analysis must come through the 
public contact of the insurance sales- 
men,” S. H. Pool, resident manager of 
the Fidelity & Casualty in Philadelphia, 
and general chairman of the Pennsylva- 
nia Insurance Days Convention Commit- 
tee, said this week. “The gospel of fire 
waste and prevention, the furtherance of 
the program of protection on the lives 
and welfare of present and future gen- 
erations of families, the reduction of in- 








George E. Turner, manager of the 
Casualty Information Clearing House, 
told of the movements in behalf of the 
safety of the casualty business, the suc- 
cesses gained in the fight for accident 
prevention, the dangers of the monopo- 
listic plan of state insurance and what 
it would mean if set up in Florida. 








DECLARATION of Financial Condition 





Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 








64 Years in Business. 


BUSINESS FOR 1926 


Insurance in Force Increased 


Chartered in Massachusetts 1862 





Assets Increased 


$279,621,239 
39,141,684 





New Insurance Paid For 


497,000,902 





ASSETS, December 31, 1926 


Resume of Annual Statement 


$407,959,757 





LIABILITIES 





SURPLUS 


The Chief Items of this Liability were: Legal Reserves, 
$348,383,549; Special Reserves amounting to $14,814,261 
set up by the Company for Dividends due or payable in” 
1927. All other obligations $12,208,128. 


375,405,938 


$32,553,819 











and Double Indemnity. 





INSURANCE IN FORCE OVER §$2,500,000,000 ON 3,900,000 LIVES 


All forms of Life, Endowment and Term Insurance; Group, 
Wholesale, Salary Deduction, Annuities, Total Disability 


FOR INFORMATION ADDRESS INQUIRY BUREAU 
197 Clarendon St., Boston, Mass. 




















dustrial and public accident casualties, or 
the protection of our invested capital— 
all of these are best presented through 
the field man, who is in daily contact 
with prospects, claimants and beneficia- 
ries of insurance. 

“It is with this general idea in mind 
that the Pennsylvania Insurance Days 
have been designed as a series of educa- 
tional meetings of insurance executives 
and public contacts, sitting down to- 
gether to discuss current and future 
problems for the benefit of the insuring 
public. The plans include not only 
smoothing the path of the field man to- 
ward larger sales, but also to fit each in- 
surance agent with a broader vision of 
all insurance, so that he may serve the 
insuring public. long necessary lines, 
founded on a definite knowledge of pro- 
tection in all branches.” 

_While it is too soon to announce defi- 
nitely the principal speakers on the pro- 
gram, tentative acceptances have been 
received from M. H. Aylesworth, presi- 
dent of the National Broadcasting Com- 
pany, and former managing director of 
the National Electric Light Association; 
J. B. Levinson, president of the Fireman’s 
Fund of San Francisco, as well as for- 
mer Governor Preus of Wisconsin. 

Committees working with Mr. Pool for 
the Insurance Days are under the fol- 
lowing leaders: Harold V. Smith, vice- 
president of the Franklin Fire, and past 
president of the Insurance Society, who 
is in charge of finances for the conven- 
tion; Nelson D. Sterling, vice-president, 
Constitution Indemnity, chairman of 
committee on entertainment; J. Dallas 
Smith, manager of the surety and bond- 
ing department, Fidelity & Casualty, 
chairman of the hotel committee; W. W. 
Berry, manager of the Globe Indemnity, 
chairman of the program committee; W. 
H. Evert, assistant secretary, Independ- 
ence Fire, chairman of the banquet com- 
mittee; Robert R. Deardon, Jr., editor 
“United States Review.” chairman of the 
exhibits committee, and Walter A. 
Munns, of Curtin & Brockie, insurance 
brokers, chairman of the publicity com- 
mittee. 





THE FIRST U. & O. 


Late A. W. Damon Worked Out Plan 
After Suggestion Received By Henry 
R. Dalton 47 Years Ago 


How did the coverage of Use and Oc- 
cupancy originate? 

The story is told in the current issue 
of “The Standard” as follows: 

Some forty-seven years ago next 
month Henry R. Dalton, one of the most 
successful agents in Boston, walked into 
the office of A. W. Damon, then chief 
clerk of the Washington Fire and Ma- 
rine Insurance Company, at the corner 
of State and Exchange streets, and dis- 
cussed with Mr. Damon the serious in- 
roads into his handsome income from 
the textile mills through the installation 
of the new protective device of auto- 
matic sprinklers. He had a large num- 
ber of mills, values were large and at 
a 1% and 144% rate Mr. Dalton had built 
up a large business. He asked Mr. 
Dainon if in his judgment mill owners 
would be likely to desire insurance pro- 
tecting them against loss occasioned by 
interruption to their business while 
plants were being reconstructed after a 
fire. Mr. Damon thought there was an 
insurable interest involved, that the plan 
was feasible and the mill owners would 
be interested. He helped Mr. Dalton 
prepare a form, mill owners took very 
kindly to the scheme and Mr. Dalton 
secured lines on many mills within a 
short time. Then and there was created 
the first “use and occupancy” insurance. 
Mr. Damon graciously and as generous 
as he was all through life, said very 
frankly, “I am quite sure that the con- 
ception of the idea was originally with 
him (Mr. Dalton).” Thus to Boston, and 
to a Boston man, belongs the honor for 
having created the use and occupancy 
line which today has grown to such I--~- 
Proportions and importance alth--~h 
even yet in its infancy as to volume 
and possibilities. 
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Fire Waste Council 
Visits 19 Cities 


MORE FIRE CONTEST ENTRIES 





150 Billion Feet of Film Moved in One 
Year and With Only Three 
Small Fires Reported 





Nineteen 


sentatives of 


reports of visits by 
the committee of 


he National Fire Waste Council, oper- 


repre- 


contest 


ating under the supervision of district 


chairmen, have already been received by 
he Chamber of Commerce of the United 
States. The following cities, in nine dif- 


ferent states, have been visited and given 
advice and information concerning a 


definite, all-year-round fire prevention 
program: 

Fort Wayne, Ind.; Keokuk, Iowa; 
Carthage, Chillicothe, Joplin, Mexico, 
Sedalia and Trenton, Mo.; Norman, 


Okla.; Billingham, Wash.; Akron, Ohio; 
Lockport, Moravia and Syracuse, N. Y.; 
Chattanooga, Tenn.; Beaumont, Corsi- 
cana, El Paso and Houston, Tex. 

The lasting benefits of such contacts 
are obvious. It is hoped that by the end 
of the year all of the 503 competing 
chambers of commerce in the United 
States will have been visited and thus 
aided in the work of fire prevention. 

Following are recent entries in the 
1927 Inter-Chamber Fire Waste Contest 
conducted by the National Fire Waste 
Council, under the auspices of the Cham- 
ber of Commerce of the United States: 
De Kalb, Peru and Venice, Ill.; Elkhart, 
Ind.; Oskaloosa, Iowa; Columbia, Mo.; 
Port Chester, N. Y., and Shelby, N. C. 

According to a report made to the 
National Fire Waste Council by Hick- 
man Price of the Motion Picture Pro- 
ducers and_ Distribution Association, 
there are over 125,000,000 feet of film 
repaired and shipped daily. This means 
that during the 300 working days of the 
year, 150,000,000,000 feet of film are thus 
handled through some 800 distributing 
points. Evidencing how carefully haz- 
ards are supervised in this particular 
branch of the industry is the fact that 
in one year only three fires were re- 
ported in the United States, involving a 
total damage of $400. 





THEFT BUREAUS MEET IN N. Y. 


Members of the four local theft bu- 
reaus of the National Automobile Under- 
writers’ Conference met at luncheon 
Tuesday at the Drug & Chemieal Club 
with representatives of interests outside 
the Conference, with a view to bringing 
about unified action to deal with the 
theft situation which has become acute. 
A sub-committee was appointed to: study 
the situation and make recommendations. 

It is expected that the combined ef- 
forts of these groups will give an added 
impetus to the movement to reduce the 
number of stolen automobiles throughout 
the country. J. Ross Moore, manager of 
the National Conference, said the idea 
is-to invite all those that are interested 
in the movement to combat auto thefts 
into these conferences so as to have con- 
certed action in future. 





INLAND MARINE RULING 


Supt. Beha of New York on Wednes- 
day ruled that a fire company cannot 
legally issue a policy covering fire risks 
on any other form than the standard fire 
policy. This ruling is to correct the 
writing of fire risks under inland marine 
forms. 





RETURN FROM COAST TRIP 


President Richard M. Bissell of the 
Hartford Fire, and President Edward 
Milligan of the Phoenix, have returned 
from an extensive trip to the Pacific 
Coast. 

The mid-year meeting of the (West- 
ern) Union will be held at Washington 
next week on Tuesday and Wednesday, 
April 12 and 13. 








AGENTS 


value dependability and 
nationwide prestige of the 
NORWICH UNION 
based on a long and hon- 
orable record of service. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. Jackson, President F. P. Stanley, Vice Pres. 


In NORWICH UNION there is strength 
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COMPANIES 









Governor Smith Signs 


Marine Tax Measures 


(Continued from page 18) 

ing profit, include among other things all 
commissions, agency expenses, taxes, li- 
cense fees, loss adjustment expenses and 
all other expenses incurred directly and 
specifically in connection with such pre- 
miums, less recoveries or reimbursements 
on account of commissions or other col- 
lectible expenses because of reinsurance 
or from any other source. In addition a 
proper proportion of general or over- 
head expenses such as salary of officers 
and employes, printing and stationery, all 
taxes of this state and of the United 
States, except as otherwise provided in 
the Act, which the net premiums of such 
marine insurance written bear to the to- 
tal net premiums written by the insurer 
from all classes of insurance written by 
it during the current calendar year. 

Proper provision, however, is made 
against any possible abuse in the amount 
of such expenses by providing thai in 
arriving at the underwriting profit for 
purposes of taxation, there shall not be 
deducted expenses which, in the agere- 
gate, exceed 40% of the gross premiums 
on such marine insurance coptracts. 

Tax Based on Three Year Average 

By appropriate provisions in the new 
section, the net underwriting profits tax 
of 5% is computed annually over an av- 
erage of three years—each successive 
year one year is dropped off and another 
year added. The act provides that the 
new method of taxation shall apply to 
the year ending December 31, 1927, as 
well as to subsequent years. 

The passage of these new laws is prob- 
ably the most important piece of legis- 
lation affecting marine underwriting, 
which has ever been enacted in the 
United States. It recognizes, in accord- 
ance with precedents established by re- 
cent legislation taxing business corpora- 
tions as well as banks upon their profits 
instead of their gross receipts, that a 
commercial corporation which ends the 
year “in red ink” should not pay a gross 
receipts tax, but that the state should 
principally derive its revenue from suc- 
cessful instead of unsuccessful business 
enterprise. 

It is confidently believed that the ex- 
ample of New York, the leading marine 
insurance state of the United States, will 
necessarily be followed by other states, 
where a considerable amount of this kind 
of insurance is transacted. 

These new laws will, for the present, 
apply only to New York insurers and 
to the branches of foreign companies li- 
censed to transact the business of ma- 
rine insurance in this state. Owing to 
the reciprocal provisions of the New 
York insurance law the companies of 
other states doing business in New York 
will not, until their home states follow 
the example of New York, be entitled to 
receive the benefit of the new underwrit- 
ing profits tax. Such companies will, as 
heretofore, continue to pay the sanic tax 
to New York as their home stats im- 
pose upon New York marine insurance 
companies. 

Will Attract Business to New York 

It is confidently believed that the ex 
ample of New York, in adopting a new 
and equitable basis of marine insurance 
taxation, will further increase the ainount 
of such insurance transacted in New 
York, and will attract additional insur 
ance capital into this class of business 
in this state. Furthermore, as the pre 
cedent set by New York is adojted 
other states, it is expected that as the 
tax burdens of American companies are 
lightened, they will better be able 1 
compete in the marine insurance niarkets 
of the world for American marinc inst! 
ance business, with a resultant benefit ™ 
lower premiums to American shipownels 
and merchants. : 

By changing the methods of. taxatiom 
there will be provided in New York @ 
much wider reinsurance market for the 
reinsuring of risks written here throw®! 
New York agencies. Previously this 
business has gone abroad. 
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How To Save On Fire Premiums 


By CLARENCE T. HUBBARD 
Assistant Secretary of The Automobile 
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“My fire insurance policies are the best 
» be obtained, and written to give me 
he very greatest of protection, yet I 
pnjoy the lowest rates,” emphatically 
tated one paint and oil dealer who 
pwned his own building, to a merchant 
riend of his. The rejoinder was “How 
lo you know?” “Because,” he replied, 
I made it my business with the help of 
my broker to make it so.” 

‘And there started a discussion which 
ed the author, in this article which ap- 
peared in the “American Paint & Oil 
ealer,” to make the same important 
ecommendations to paint and oil deal- 
rs regarding the pleasure and the profit 
sf enjoying high-class fire insurance pro- 
ection at the lowest of possible costs. 


To obtain the answer to this question, 
rstinventory your property. If you own 
e building in which you are located, or 


ny other buildings have them appraised ' 


y a reliable appraisal company. Then 
xamine your insurance policies and see 
the total amount of insurance equals 
he full value of your property. 

The Foundation Clause 


Right here it is advisable to point out 
at in the fire insurance policies cover- 
g buildings it is usually permissible to 
ave what is called the “Foundation 
lause” attached. Are you familiar with 
? Do you know that such a clause can 
pve you money? ‘The wording of that 
ause varies in certain sections of the 
untry, but in general it provides that 
e cost of excavation, and the cost of 
undations below the level of the ground 
here there is no basement, or below the 
vel of the lowest basement floor may 
excluded from the coverage of the 
licy, and, therefore, excluded in the 
pplication of the co-insurance or re- 
ced rate contribution clause which is- 
sually attached to fire insurance con- 
acts, 
The purpose of a “foundation clause” 
to eliminate the necessity for a build- 
§ owner to pay a fire insurance pre- 
lum on foundations which are set in 
he ground, also the cost of the excava- 
on, all of which could not, of course, 
burned. This is stressed because if 
i appraisal is made of your building 
€ cost of the foundations and excava- 
ons will be included in that appraisal 
d you should have them separated 
d arrange the amount of your insur- 
ce accordingly. 
40 you know how to handle “Better- 
ents and Improvements?” If you as 
Paint and oil dealer are the occupant 
the building which is owned by an- 
her Party and you have spent consid- 
able moncy on improvements you na- 
rally have an insurable interest in those 
hProvemenis, but your interest dimin- 
Mes gradually until at the end of the 
™ of your lease you have no further 
terest, the ownership then passing en- 
tly into the hands of the building 
ner, Therefore, instead of including 
€ value of improvements and better- 
ents in your stock. and fixtures policy 
pu should make an arrangement with 
€ owner of the building to cover the 
Provements and betterments under a 
Parate policy issued to yourself and 
© Owner as your interests may appear. 
*n if those improvements and better- 
nts are damaged or destroyed, say at 
© time when your lease is just half 
mpleted, one-half of the proceeds from 
+ Msurance would be yours and the 
a half would go to the building 
t. By making this arrangement you 
t ave the building owner pay for 
Dn : the Insurance cost in the propor- 
Which the owner’s interest in the 


improvements and_ betterments 
bear to the amount of insurance. 
Your Neighbor and You 

Then you can co-operate with your 
neighbors in removing some of the fire 
hazards mutual to his property and your 
own, remembering that his deficiencies 
can cost you money. For example, there 
may be an opening from the building 
you occupy to the next building. This 
may be closed by an ordinary door, still 
the insurance companies do not consider 
that as an effective fire stop. By co- 
operating with your next door business 
neighbor you perhaps can have an auto- 


would 


‘matic fire door installed, the cost to be 


borne equally by you and him, as the 
installation would effect a saving in his 
rate, too. Then there may be a charge 
or a “loading” in your rate for not hav- 
ing the walls of the building parapeted. 
Co-operation with the owner of the 


neighboring building may result in the 
wall being brought up to standard and 
the consequent reduction in rate to be 
enjoyed will apply to both of you. By 
asking your business neighbor to secure 
an analysis of his rate and then con- 
sulting with your agents something per- 
haps could be done that will be mutually 
beneficial. 

Here is another important point— 
never approve the plans for any altera- 
tions in your premises or for new build- 
ings without consulting with the rating 
authorities through your agents. The 
time to change plans to protect the fire 
hazards is before the alterations or build- 
ing is completed for oftentimes there is 
just some little thing in a plan which if 
changed before the operation starts can 
be done without any cost, whereas if the 
same thing were to be done after the 
building is completed the cost would 
perhaps be prohibitive. And yet there 
is a premium savings involved. 





Peel-McNary; Inc., Albany, N. Y., in- 
surer of life, health, property, etc., has 
been chartered at Albany with $5,000 
capital. Robert and Bertha A. Peel and 
Charles H. McNary are directors and 
subscribers. 


FIRE APPROPRIATION CUT 





Gov. Smith Signs Bill Setting Aside 
$250,000 For Fire Prevention In 
State Hospitals 
Governor Smith has signed the Hewitt 
bill as chapter 435 of the ‘laws of 1927 
making an appropriation of $250000 for’ 
fire prevention and safety ‘measures at 
certain state hospitals and state charit- 
ble and penal institutions. In a memo- 
randum accompanying the signing of this 

bill Governor Smith said: 

“Following the fire at the Manhattan State 
Hospital on Ward’s Island in January of 1923, 
a survey was made of the thirteen state hos- 
pitals for the insane and three schools for men- 
tal defectives, and two other institutions. The 
survey was conducted by the National Board 
of Fire Underwriters and following their report 
in the years 1924, 1925 and 1926 one million 


dollars was appropriated each year for fire pro- 
tection. 

“Tt was the understanding that the one mil- 
lion dollars per year was to continue until all 
the recommendations of the National Board of 
Fire Underwriters had been carried out. This 
year, however, word came from the Finance 
Committees of both houses that $500,000 would 
be appropriated and, accordingly, a program set- 


ting up that amount was prepared. When the 
bill comes to me I find, however, that the 
$500,000 was further cut to $250,000. While the 


cenditions are materially improved, I desire the 
record to show that, in my opinion, the arbi- 
trary cut in this bill should not have been 
made.” 








of 








s- Poor Richard 


a 1d ’ “One today is worth two tomorrows. 


True enough, for the business that you can do 
today should not be put off until tomorrow. 

But do not overlook the tomorrows, for Poor 
Richard would also say, The agent who guards 
the Insurance welfare of his clients today, will 
retain their business tomorrow. — 


And the success of any agency depends not 


insurance covers. 





it will endure. 


The Franklin Fire offers to agents a wide range 
Well qualified agents 
territories where this Company is not already 
represented, are invited to investigate the advan- 
tages offered by representation of The Franklin 
Fire. 


Ghe FRANKLIN FIRE INSURANCE COMPANY 


o Philadelybin 


is aan 1829 


alone on what business is done today, but, what 
will continue to be done tomorrow—next month 
—next year, and in years to come. 


Then build your agency today with an eye ever 
alert for tomorrow, and what better way to 
build an agency than to represent a company 
whose age and reputation are ample proof that 


in 
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British Clerks Ask 
For “Marrying Wage” 


INSURANCE GUILD CAMPAIGN 





Survey Shows Experienced Clerks Get 
Less Than $1,400 a Year; $350 for 
Stenographers 





The Guild of Insurance Officials in 
London has been making history for it- 
self. In a recent issue of “People” there 
appeared an article giving interesting in- 
formation about salaries paid to clerks 
in British insurance offices. To the Am- 
erican reader these wages appear ex- 
tremely low, and the British clerk de- 
clares his income prevents him from 
marrying. The article says in part: 

“A marrying wage at the marrying 
age,’ is the slogan which has been 
adopted by insurance clerks in this coun- 
wy. 

wy questionnaire issued recently to the 
members of the Guild of Insurance Offi- 
cials has been filled in by those to whom 
it was addressed, and the returns have 
been carefully analyzed. 

“As a sequel to this, the Guild intends 
in the near future to make a determined 
effort to secure better conditions for its 
members. 

“The ‘marrying wage’ slogan is part of 
a campaign which has been carried on 
for many months by H. Bernard Grieve, 
general secretary of the *Guild. 

What Insurance Clerks Ask 

“His chief contention has been that at 
the age of 26, an insurance official is en- 
titled to a salary of at least £280 ($1,400) 
a year. 

“Since the campaign started in June, 
one London company has agreed to an 
increased scale of pay, and, within the 
next few weeks, negotiations are being 
opened up with other companies. 

“The basis of these negotiations will 
be the results of the questionnaire re- 
cently issued to the 12,000 members of 
the Guild. 

“It shows that in the profession there 
are chief clerks earning only £130 ($650) 
a year after eight years’ service, and 
cashiers, aged 24, getting £100 ($500) a 
year after nine years’ service. 

“The questionnaire also revealed cases 
of married men with children, earning 
only £230 ($1,150) a year after from ten 
to twenty years’ service; of other clerks, 
22 years of age, getting £110 ($550) a 
year, after seven years’ service; and of 
a girl, aged 21, getting only £70 ($350) 
a year as shorthand typist.” 





“HIDDEN TAXES” 

“Hidden Taxes” is the title of an ar- 
ticle in “Good Winds,” house organ of 
the W. M. Goodwin, Inc., agency of 
Bethlehem and Allentown, Pa. In it Mr. 
Goodwin gives an interesting account of 
what happens to some taxes. In part, 
the article reads: 

“In the year 1925 Pennsylvania col- 
lected more for the state in licenses, 
taxes and fees from insurance interests 
than any other state in the Union. Out 
of every dollar collected 98.9% was used 
for purposes other than service to pol- 
icyholders. Whenever you pay an in- 
surance premium you pay an indirect tax 
to the state for general expenses, ete. 
This is not fair and is one reason why 
insurance rates cannot be further re- 
duced.” 





M. J. MARTIN WITH HANOVER 


M. J. Martin has been appointed spe- 
cial agent of the Hanover Fire in the 
Western New York State territory. He 
succeeds Mr. Wands who has gone with 
another company. For the last six years 
Mr. Martin has supervised the same ter- 
ritory for another company and is well 
known to local agents in that part of 
New York State. 


TO BE AT 150 WILLIAM 
S. Friedenberg & Co., insurance brok- 
ers of 81 Fulton street, New York, have 
rented offices in the new Royal Build- 
ing, 150 William street, here. The com- 
pany expects to move shortly. 





LICENSED IN TEN STATES 
The National Guaranty Fire of New- 
ark, was licensed in 1925, and has been 
operating only about eighteen months. 
The company is now licensed in ten 
states outside New Jersey, as follows: 


Tennessee. 


MOVES INTO 84 WILLIAM ST. 
The Downtown Old Colony Club took 
possession of its new quarters at 84 Wil- 
liam Street and the luncheon club fea- 
ture will be ready about the first of May. 

















Hendel & Schwab, Inc., Middle Vj. 
lage, N. Y., insurance adjusters, etc., ha 
been chartered at Albany with $20) 
capital. Frank P. Hendel, John Hendel 
Middle Village, L. 1. and Bernarj 












pany. 
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tis, Sa Se ee The Kentucky Actuarial Bureau last Village, L. I. is attorney for the corpor. 
Two new directors have been elected, week ordered the 12%4% advance in fire on. 
Walter D. Van Riper, who is judge of rates to be put into effect at once, as 
the Court of Common Pleas, and presi- the companies have given a bond of The New York Fire has reinsured the ol 
cent of the West Orange Trust Co., and $250,000 to assure the return of excess New York City business of the Excelsig fc 
John R. Shields, secretary of the com- premiums in case the rate increase is not of Syracuse, written through the Rosen. 7 
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He is president of one of the civic clubs z 
that meets each Tuesday noon, he runs a cl 
small but profitable manufacturing busi- ol 
ness down at the lower end of town and i 
he is chairman of the board of directors ti 
of the county fair association. ac 
As a matter of fact, if you were to i 
interest yourself in local politics or any = 
civic movement, you would first be asked =. . 
if you had seen Fred Sherwood. Naturally y = : 
e e . i co 
since he has a finger in so many pies, he_ \: \ i ty 
is a desirable prospect for insurance, for = ™ 
it isn’t simply a question of his personal ; Irae i ac | k 
business, but of everything from profits WiA_ ii 
We insurance on the finished stock down in THE COUNTY FAIR a 
is Ks his warehouse to rain insurance on the be 
county fair. = 
$ a The Hartford agent who handles 
== ? e °. : 
a = Sherwood’s business writes fire, wind- If 
eH A storm and business interruption insurance 
ANN SHERWOQD’S ROOM on his factory; mail package insurance 
on his smaller shipments; fire, wind- ¢ be 
storm, burglary, employers’ and public of 
liability insurance on his residence; . 
tourist baggage insurance that covers, 7f to 
among other things, the property of a i 
daughter Ann, who is away at college; Sa 
automobile insurance on the Sherwood’s = 
new coupe and a sportsmen’s policy W. 
about which Sherwood likes to boast du 
- when he goes on his annual hunting and tio 
fishing trip. mn 
5 It is a decided asset to an agency to dey 
x 4) be in a position to care for the insurance pe 
HE GOES FISHING requirements of any individual in Sher. ( 
wood’s position. 
HARTFORD FIRE INSURANCE CO : 
° 
HARTFORD, CONNECTICUT ~ 
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Church Cever Drive 
Arouses Wide Interest 


COMM. BUTTON IS COMMENDED 





Kansas Agency Praises Virginia Depart- 
«ment Head for Calling Halt on 
Master Church Property Cover 





Action of Commissioner Joseph Button 
of Virginia in calling a halt on the ef- 
forts of a small New York firm to place 
insurance on property of the Protestant 
Episcopal Church in Virginia through 
a master contract under an arrangement 
with an officer of the council of the 
Protestant Episcopal Church in the 
United States, in alleged violation of the 
Virginia insurance laws, has provoked 
commendation from H. R. Johnston, of 
the Dulaney, Johnston, Yankey & Priest 
local agency of Wichita, Kan. In a let- 
ter to Commissioner Button, Mr. John- 
ston says: 

“We have followed with some inter- 
est articles in the insurance press tell- 
ing of the activities of a New York 
agency to corral insurance on church 
property of the Protestant Episcopal 
Church in the United States and wish 
to commend your action with regard 
to the writing of this business in the 
State of Virginia. These activities have 
not been confined to this particular de- 
nomination. In fact, it would appear 
that a drive is being made on all de- 
nominations to line up all this church 
business through a single agency in New 
York. 

“Some time ago our attention was 
called to a communication from the Con- 
gregational Church Building Society to a 
church upon which they had a loan sug- 
gesting that the insurance could be 
placed by them at a more advantageous 
rate than that which is usually quoted 
through local agents. As a Congrega- 
tionalist, this writer protested against this 
action upon the part of the national so- 
ciety. However, the letter was merely 
referred to the New York agency and 
we received a long letter from them criti- 
cizing us for presuming to object to an 
arrangement which they had perfected. 
For your information, I am enclosing a 
copy of correspondence which passed be- 
tween this office, the Church Building 
Society and the agency at that time. 





H. S. NIEMITZ MAKES CHANGE 
Henry S. Niemitz, formerly secretary- 
treasurer of T. C. Moffatt & Co., gen- 
eral insurance agents in Newark, has 
been made president of the New-Ark 
‘ire Equipment Co., recently organized. 





AGENT LIABLE FOR LOSS 





If He Fails to Use Due Diligence in 
Complying With Company’s Order 
to Cancel Policy 
If a fire insurance agent fails to use 
due diligence in following the instruction 
of his company to cancel a policy, and a 
loss occurs for which the company is 
liable and which it would not be obliged 
to pay if the agent had used due dili- 
Sence and quickly cancelled the policy, 
he is liable in damages to his company, 
Says the counsel for the Massachusetts 
Nsurance Department in a letter last 
gly the Wheeling Fire of Wheeling, 

ava. 

he « 
due dilig 
tion of | 


uestion whether the agent used 
ence is largely a mixed. ques- 
aan aw and fact, the determination 
lhe 2 1 depends upon the precise facts 

€ach case,” says the Massachusetts 
‘partment. “The failure of the agent to 


cancel when instructed to do so by the 
company does not affect the rights of the 
insured whose policy is in force until it 
expires or is cancelled in accordance with 
its terms either by the insured or the 
company or by mutual agreement. 

“You refer to a failure of the agent 
to return the policy. The insured under 
our standard fire policy is under no legal 
obligation to surrender his policy for 
cancellation and pay or tender to the in- 


sured the proper return premium. An 
agent is not liable for failure to return 
a policy at the company’s request; if 
the insufed refuses voluntarily to sur- 
render it for cancellation.” 





ON HEAD OFFICE BOARD. 


Sir Adam Nimmo has been elected to 
the head office board of the Yorkshire 


-of England. 


JUNE MUTUAL CONVENTION 

York, Pa., March 27—Officials of the 
Pennsylvania Association of Mutual Fire 
Insurance Companies are making ar- 
rangements for the annual convention 
here June 15, 16 and 17. The committee 
in charge of convention plans is headed 
by George F. Saubel, secretary of the 
Paradise Mutual Fire Insurance Co.. 
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Resident agents in every town and hamlet in the 
United States of America and the principal centers 
of Canada. Agents for the settlement of losses in 
Hawaiian Islands, South America, Europe, Asia, 
the West Indies, Australia, New Zealand, Africa. 
Head Office: San Francisco, U.S.A. 


An Americar. Institution with a World-Wide Reputation for Fair Dealing 
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ish-American War he carried with him a trying to throw more than a hundred 
volume of Blackstone. Returning to his companies out of the state. = 

















Norske Lloyd Surplus 
In U. S. Is $1,137,782 


FUNDS ARE SOUGHT ABROAD 





English and Norwegian Creditors Face 
Heavy Losses Without Aid From 
Left-Over Funds Here 





At a meeting of creditors in London 
recently of the Norske Lloyd to enable 
the liquidator, H. a. van de Linde, to 
report on the progress of the liquidation, 
considerable attention was devoted to the 
American situation. The home office of 
this company, which in the early post- 
war years wrote large volumes of marine 
insurance, is in Norway and the two 
principal underwriting branches in the 
United States and England. The Amer- 
ican branch has adequate funds to liqui- 
date all its own claims and to have a 
large surplus left over. Foreign credit- 
ors are trying to obtain satisfaction out 
of the American surplus of $1,137,782 
because the Norwegian and British funds 
have proved insufficient to meet all 
claims. : 

The total combined assets of the Nor- 
wegian and English branches of the 
Norske Lloyd now amount to Kr. 7,615,- 
700, and the total combined liabilities 
are Kr. 33,111,742, which would permit 
of a dividend to creditors of not over 
23% at the most. It is planned to pay 
a 10% dividend in the near future to 
English and Norwegian creditors. | 

With reference to the American situa- 
tion Mr. van de Linde says in part: 

American Creditors Fully Paid 

“As you are all aware, there has been 
considerable litigation over the American 
funds and all classes of creditors have 
attempted to obtain a footing in the 
United States in order to share in these 
funds, but decision in the highest court 
of appeals have ruled as follows: 

“(1) Class I, that is all claimants of 
whatever nationality, who dealt directly 
with the United States branch to be paid 
in full. ; 

“(2) Class II, all American claimants 
on any policy issued outside America. 
These can only rank as unsecured cred- 
itors and obtain the same dividend as 
paid by the Norwegian or English liqui- 
dations, but are given the privilege of 
proving their claims in America. 

“(3) Class III. All claimants, other 
than American, who dealt with any 
branch of the Norske Lloyd outside Am- 
erica. These cannot be recognized in 
America at all. 

“The surplus assets over liabilities 
therefore will eventually be sent over 
either to this country or Norway, and 
will form the basis of a further dividend 
to all unsecured creditors. 

“My representatives were armed with 
full power to act on behalf of both my- 
self and the Norwegian receiver, and 
through the kindness of Mr. Beha, the 
Superintendent of Insurance, New York, 
who gave them an introduction to C. C. 
Fowler, chief of the Liquidation Bureau, 
they were given every facility to thor- 
oughly investigate the whole American 
position. 

“The result of their investigation 
showed that, after making allowances for 
all reasonable contingencies, including le- 
gal expenses, there would be a probable 
surplus of $1,137,782, and in confirmation 
of this, a recent letter from the liquida- 
tion bureau, New York, giving figures 
made up to December 31, 1926, corrobor- 
ates the figures given by my representa- 
tives in a remarkable way. 

“If you take the above figures and re- 
duce them to a very conservative figure 
and reckon on 50% each for the Nor- 
wegian and English liquidations in the 
proportion of their respective liabilities, 
even then, I am of the opinion that the 


Marine Union Holds 
First London Meeting 


EXECUTIVE COMMITTEE SESSION 





‘Takes Up Omission by Certain Italian 


Carriers of Provisions to Use 
York-Antwerp Rules 





London, March 27.—During the past 
week the executive council of the Inter- 
national Marine Insurance Union has met 
in London, this being the first occasion 
in the fifty years during which the union 
has been in existence that a meeting has 
been held in this country. It is under- 
stood that the matters discussed were 
largely those which will be dealt with at 
the next annual conference, which this 
year will be held at Gardoni, in Italy, 
towards the end of September. 


While the proceedings have been pri- 
vate, it is learned from trustworthy 
sources that consideration has been giv- 
en to the question raised by certain Ital- 
ian steamship lines which omit from their 
bills of lading any provision for the ad- 
justment of general average by the York- 
Antwerp rules. Already the Import and 
Export Merchants’ section of the London 
Chamber of Commerce has called the at- 
tention of the International Chamber of 
Commerce to this undesirable feature of 
commercial practice, and undoubtedly the 
International Marine Insurance Union 
will support any measures that may be 
taken by the latter body. It is said that 
underwriters could help considerably by 
insisting upon additional premiums in all 
cases where the York-Antwerp rules are 
not stipulated as the basis of adjustment, 
and that the union could help in getting 
an agreement embodying this feature 
adopted. 

At the last annual conference at 
Scheveningen the London “Dangerous 
Drugs Clause” was strongly recommend- 
ed for adoption by E, F. Nicholls, the 
then chairman of the Institute of Lon- 
don Underwriters, and it is gratifying 
to learn that this clause is now current 
in Germany, Switzerland and Holland on 
a compulsory basis in the case of all car- 
go insurance, while in other European 
countries it is inserted in all policies un- 
der which drugs might be insured, either 
specifically or as “goods” or “merchan- 
dise.” 

Other matters considered by the ex- 
ecutive council included the desirability 
of amending the constitution in order to 
meet modern requirements, and it is un- 
derstood that several alterations have 
been recommended which, if adopted, 
will remove certain difficulties which 
have stood in the way of British com- 
panies which otherwise would have be- 
come members, and that there is now 
the possibility of two more important 
London companies joining the seventeen 
which have already given their support 
to the union. 


Marine Bills Signed 


Governor Smith on Tuesday of this 
week signed the tax bills at Albany which 
will aid American marine writing com- 
panies. A full story of the measures 
appears on page 18 of ‘this issue. 











English creditors can reckon a further 
10% from this source. 

“T may say I am hoping that the In- 
surance Department, New York, will be 
disposed to release at least $500,000 after 
the issue of their second report, which I 
am informed will be in June of this year. 

“Certain offers nave been received for 
the purchase of these surplus assets, but, 
up to date, the offers have been hardly 
attractive enough to justify a sale.” 


town in Pennsylvania he built up a rep- 
utation as a lawyer and is now in part- 
nership with Harry S. Knight, who is 
president of the Pennsylvania Bar Asso- 
ciation. For four years he was an acting 
district attorney. For nine years he had 





COL. M. H. TAGGART 


experience as a referee. At one time 
he was executive secretary of the com- 
mission to revise the constitution of 
Pennsylvania. 


Personal Friend Of Mellon 


Colonel Taggart’s appointment was a 
surprise not only to the insurance men 
of the state and to the newspapers, but 
also to himself. He had not been a can- 
didate for the office. Asked by The 
Eastern Underwriter how he happened 
to be appointed he said he did not know. 


His friends, however, say that he is a- 


personal friend of Andrew Mellon, Sec- 
retary of the Treasury and who is a 
great power in Pennsylvania; and of Jo- 
seph R. Grundy of the Pennsylvania 
Manufacturers’ Association, also a po- 
litical power to be reckoned with. His 
reputation was so good that there was 
no opposition of any kind to his ap- 
pointment. His entire career has been 
that of a man who does his duty to the 
best of his ability and with all of his 
energy. There will be no deviation from 
this in his new work. 

The Eastern Underwriter asked Colo- 
nel Taggart if he had anything radical 
up his sleeve; if he had in mind any 
innovations which would revolutionize in- 


surance departmental practices in Penn- - 


sylvania. 


“Are you going to be a radical com- 
missioner?” was the direct question. 

Colonel Taggart’s twinkling eyes 
stopped twinkling. He said quickly, 
grimly and decisively: “Absolutely not. 
I am going to be as conservative as it 
is possible to be. I have not a ‘red’ 
idea in my head.’ 


“What do you think is the principal 


function of an insurance commissioner ?” 
he was asked. 

He responded by saying: “To super- 
vise the business of insurance. And I 


define insurance by taking the word at. 


its literal value. Insurance must insure. 
In brief, insurance to my way of think- 
ing should be sound insurance.” 


The Advisory Boards 
The Eastern Underwriter then asked 
Colonel Taggart if he would continue the 


prosecutions which had been started by 
his predecessor, Einar Barfod, who was 















































Colonel Taggart said: “If the compa- 
nies on the facts disclosed should not 
be permitted to operate in Pennsylvania 
I shall not be in favor of their operat- 
ing there. Some of these cases are in 
the hands of the department of justice 
of Pennsylvania and where the circum. 
stances warrant they will, of course, be 
carried through. There will be no fa- 
voritism.” 


= 











The Eastern Underwriter then asked S 
Colonel Taggart the question that is up- 
permost in the minds of all Pennsylvania 
insurance men: “Do you intend to re- T 
vive the advisory boards which were J jp. 
= by Commissioner Einar Bar- ing 
od ?’ 

In answering this question Colonel - 
Taggart spoke very cautiously. He said: wh: 
“I anticipate a moderate form of ap- froi 
proval of all agents from the advisory the 
boards. I do not anticipate adopting it this 
in toto.” — det 

Asked if he would not amplify this A 
statement Colonel Taggart refused to do son 
so. He intimated that he had not com- J tha 
pletely made up his mind on the sub- bus 
ject and certainly not to such an extent nes 
that he cared to make any more definite tior 
statement. troy 

Colonel Taggart made the same splen- 

did impression at the New York Insur- 
ance Department that he has on insur- T 
ance men in the talks he made in Pitts- J 
burgh and Philadelphia. pen 
spo 
stay 
FIREMAN’S FUND REGISTER stat 
a era 
Company Issues 1927 Edition of Valu. & may 
able Reference Book of Shipping rece 
Data for the Pacific Coast ber 

The Fireman’s Fund of San Francisco Ir 
has issued the 1927 number of its valu- the 
able “Register,” which is an important J 8to! 
reference book for marine underwriters to 
and others interested in Pacific Coast i ©st 
shipping. In addition to a complete list the 
of vessels owned on the Pacific Coast, i Stl 
with statistical information about each yj! 
ship, the “Register” contains lists of set- J!" 
tling agents, suggestions to facilitate gi Pr 
handlirig of cargo claims, York-Antwerp J Sev 
Rules of 1890 and 1924, the Harier Act, jm {ht 
rules of road at sea, institute cargo brat 
clauses, drydocks and marine railways 9% °™ 
on the Pacific Coast, pilotage and tow- busi 
age rates, coast. guard stations, distress Pee 
signals, radio compass stations, general wa 
information relating to charts, tides, cur- che 
rents and other nautical data available chin 
at the United States coast and geodetic 0 
survey field stations. ; “ 

The “Register” is nearly 220 pages m =< 
length and copies may be obtained free be 
of charge at any marine agency of the a : 
company or at the home office. def 

offic 

$90,000,000 PROFITS 
British Government’s Trading Operations a 
From Various Schemes Of he s 
War Insurance Lo 

In the British Auditor-General’s repott Ger 
on the accounts of the trading operation cy 
of Government departments for 1925-2 
the interesting fact is disclosed that 
Great Britain’s final share of the profits Th 
accruing from war risks insurance i *or 
schemes amounts to no less than £18; al 
002,001 ($90,010,005). The agzregate Sur 


amount received in premiums was £19; 
269,084 ($986,345,420), and the total sum 
paid in satisfaction of claims was £16/; 
853,836 ($839,269,180). The balance 0 
profit was therefore £29,415,248 ($147, 
076,240), of which, as stated, the Unite 
Kingdom received £18,002,001, and the t 
mainder, £11,413,247 ($57,066,235) a 
crued to the Governments of the ass” 
ciated states. 





James L. Madden, manager of the ™ 
surance department of the United Statt 
Chamber of Commerce, recently 4 
dressed New Orleans insurance men ® 
that city. 
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Production Cost Of 
Compensation Dollar 
Is Not Unreasonable 


LESS THAN IN STAPLE LINES 


National C. of C. Comparative Figures 
Should Dispel Criticism of Compen- 
sation Rates by Industry 





The greatest single expense element 
in the rate for workmen’s compensation 
insurance is the cost of production which 
covers the maintenance and remunera- 
tion of agents and branch offices through 
which stock companies acquire business 
from individual policyholders. Hence, 
the attention which is concentrated upon 
this particular item by those who seek to 
determine whether rates are reasonable. 

All sorts of arguments and compari- 
sons are made to support the contention 
that the cost of acquiring compensation 
business exceeds the limit of reasonable- 
ness. And as is usual in such cases emo- 
tion plays a far greater part in the con- 
troversy than logic. 

Low Cost 

The fact of the matter is that the 
cost of production in workmen’s com- 
pensation is far lower than the corre- 
sponding cost of marketing any of the 
staple commodities. The truth of this 
statement will be apparent from consid- 
eration of certain comparisons which 
may now be made on the basis of studies 
recently published by the National Cham- 
ber of Commerce. 

In workmen’s compensation insurance 
the total cost of production is 17%4% of 
gross premiums. This is, in turn, divided 
into two elements—10% representing the 
cost of acquisition or the commission to 
the producer for seeking the prospect and 
selling him a policy of insurance; and 
74% representing the cost of field super- 
vision or the expenses of maintaining the 
production organization and rendering 
service to policyholders in the field. 

hus, if a company operates through a 
branch office it has 17!4% of workmen’s 
compensation premiums to spend in the 

usiness. 10% of this is paid for the “ac- 
quisition” of business and the remaining 
"4% is intended to cover the overhead 
cost of operating the branch office ma- 
chinery, 

Or if the business is produced by a 
general agent he receives 1714% of work- 
men’s compensation premiums as his to- 
tal remuneration from which he must 
hot only pay commissions to his sub-pro- 
ducers (for acquiring business) but also 
dcfray the overhead expenses of his 

ce, 


How Dollar Is Distributed 
A distribution of the workmen’s com- 
Pensation premium dollar may, therefore, 
€ somewhat as follows: 


Feral agent or broker (retailer).... 10% 
neral agent or branch office 
(wholesaler) SObe Vewe Kes ehsneeve 7%% 
Ompany (manufacturer) ........+. 8214% 
+ etl Ne ca aig id Se 100% 
The question arises, how does this situ- 


ation compare with that existing, for ex- 
ample, in the mercantile world? The 
Ran of the National Chamber of Com- 
ts ce indicate that the cost of distribu- 
Nin other business enterprises is far 
(Continued on page 34) 


ORGANIZE “THE 49ERS” 
New York Indemnity home office 
has organized a club known as 
thet rs” which derives its name from 
act that there were just 49 members 
t at the first meeting. Norwood 
mobil ne, superintendent of the auto- 
Ne department, is its president. 
Roa Veer-Bachman Agency, Syra- 
of th as been appointed general agents 
ne Eagle Indemnity. 
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Edwin M. Treat, Credit 
Insurance Man, Is Dead 


WAS A LEADER IN THAT FIELD 





Came Here From St. Louis to Develop 
This Line for the National 
Surety Company 


The death of Edwin M. Treat, vice- 
president, National Surety, Sunday re- 
moved from the credit insurance field 
probably its foremost figure. Mr. Treat 
passed away after six weeks’ illness 
which had been precipitated by three 
successive attacks of grippe. His funeral 
which was held Tuesday afternoon was 
attended by a number of the National 








EDWIN M. TREAT 


Surety’s officers and his immediate asso- 
ciates in its credit department. 

Born in Mobile, Ala, in 1867, Mr. 
Treat received his education in that city 
and later moved to St. Louis, where he 
married Clara Foster. He is survived by 
three children. 

In 1897 he became associated with the 
American Credit Indemnity where he 
fulfilled the successive offices of secre- 
tary, vice-president and president. He 


was the head of this company from 1909 - 


to October, 1922, when he accepted the 
offer ot the National Surety to become 
its vice-president, and established the 
credit insurance department, which has 
had a remarkable growth under his lead- 
ership. 

Mr. Treat was a great lover of nature, 
an accomplished horseman and a mem- 
ber of numerous clubs. His home was 
in Plainfield, N. J., where he was a mem- 
ber of the Crescent Avenue Presbyterian 
Church. 

The credit department of the National 
Surety will be under the management of 
W. L. Clemens, assistant vice-president, 
until a successor to Mr. Treat has been 
appointed. 





TO SAIL FOR CUBA 


C. C. Wright, vice-president and gen- 
eral manager of the Constitution Indem- 
nity Company of Philadelphia, will sail 
from New York for Cuba April 9, accom- 
panied by Mrs. Wright. He will visit 
Alberto V. Malaret, Havana, who is 
the manager of the Fire Association on 
the Island. Mr. Wright’s visit is for the 
purpose of establishing the Constitution 
in Cuba. 





LICENSED IN MICHIGAN 
The American Bonding of Baltimore 
has been licensed in Michigan to do a 
fidelity and surety bond business. 








This is an advertisement of the 


HARTFORD 
ACCIDENT. AND INDEMNITY COMPANY 


Cut Rates for Automobile Liability Insurance 


At this season many are giving consideration to 
their automobile problems. It would be well not to 
overlook what may be the most important phase of 
that whole problem—your responsibility to your 


estate perhaps twenty years from now, because of a 
damage suit. 


Almost any time, unbeknown to you, an action at 
law may be contemplated or actually started involving 
a large amount of money. This action may be based 


on damages you have actually wrought to someone, or 
it may be merely a swindle. 


It would seem your first duty to your estate is to 
adequately insure against this intangible hazard. But 
the mere present adequacy of your insurance is not 
sufficient. You should be as certain as possible that 
the company in which you insure will be here func- 
tioning for those you leave behind, perhaps: many 
years hence, when the lawsuit is finally adjudicated. 


The writer knows a man who some years ago saved 
$12.65 on his Automobile Liability premium. He now; 
has a judgment against him in excess of $12,000, and. 
the insurance company is not here to pay it. What 
made it still worse, the records of the investigation at 
the time of the accident—names of witnesses, ete.— 
which might have enabled his lawyer to put in a suc- 
cessful defense, were not available at the time of the 
trial. They had accompanied the defunct insurance 


company to the graveyard where all those institutions 
are buried. 


It is scant solace to that man today that he saved 
$12.65 on his automobile premium a few years ago. 


There are many splendid insurance companies ade- 
quately financed and properly managed which will be 
here twenty years from now, and there are many 
which possibly will not be here. One thing is certain, 
however, that an insurance company which charges 
rates insufficient to pay its losses will some time in the 
future become insolvent. 
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NOW IN USE 
All needing some 

















NEW CARS IN 192 


All needing every kind insurance. 


Those figures will mean more to the representatives 
of the Independence Companies, than would a million 
words on the opportunities awaiting them in the de- 
velopment of their Automobile Insurance Departments. 


The INDEPENDENCE COMPANIES 


Home Offices — PHILADELPHIA 
CHARLES H. HOLLAND, President ‘ 


Casualty Insurance » Surety Bonds 
Fire Insurance 





+#[ These Companies maintain Human Relations with their Agents, Brokers and Policyholde 
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Starting A Company 
On A Substantial Basis 


AS TOLD BY J. S. PHILLIPS 





Stockholders Of Great American Indem- 
nity Hear President’s Report 
Of First Year’s Progress 





The first annual report of Jesse S. 
Phillips, president, Great American In- 
demnity, presented last week to the 
stockholders of the company, may be 
looked upon with considerable interest 
as it indicates the progress made by a 
new company in a year’s time under 
highly competitive conditions. The 
company began the transaction of busi- 
ness through its metropolitan branch of- 
fice in Greater New York July 12, 1926, 
and on that date it was completely 
equipped as to personnel, equipment and 
underwriting forms. : 

Mr. Phillips said that it was now li- 
censed in twenty-five states, in Washing- 
ton, D. C., and Porto Rico. It has es- 
tablished four branch offices—in New 
York, Boston, Chicago and San Fran- 
cisco; it has sixty-seven general agen- 
cies; sixty-three regional agencies and 
367 local agencies. The company’s ter- 
ritory has: been selected with an eye to 
volume and quality of business available, 
8% to 90% of the total casualty and 
bonding business of stock companies 
being written in states and territories 
which the Great American Indemnity has 
selected as its field of operation for the 
time being. 

By the end of March its premium vol- 
ume had exceeded $1,250,000. Mr. Phil- 
lips stressed the fact that the distribu- 
tion of this business by lines was sat- 
isfactory, over 45% of it representing 
various lines of automobile insurance and 
less than 15% representing workmen’s 
compensation. He said that in the se- 
lection of the teld force the company 

Bad found its affiliation with the Great 

American Insurance Co., the parent com- 
pany, of inestimable value, adding that 
fully 50% of its agency appointments had 
been made within the latter’s field or- 
ganization and its affiliated fire com- 
panies, 

Slow, Persistent Growth 

Further along in his report Mr. Phil- 
lips made a number of significant re- 
marks which indicated that the Great 
American Indemnity had wisely avoided 
the danger signs which so often bestrew 
the path of a young company. He re- 
ferred first to a slow but persistent 
growth rather than a rapid abnormal ex- 
pansion saying: “A new company has 
plenty of handicaps without overburden- 
ing its finances and personnel with an 
avalanche of business which is more 
likely than not to be substandard. Care- 
ful selection of agents and the utmost 
caution in underwriting produce smaller 
Premium income, but they provide a 
substantial foundation for future growth 
without placing an undue strain upon the 

company’s finances and overwhelming 
the organization before it has an oppor- 
tunity thoroughly to entrench itself. 
€ second principle grows out of 
the first ; it is, briefly, that the new com- 
Dany today may break into the business 
without acting the role of a pirate or a 
wildcat. At one time it was felt that a 
eW company must buy business by pay- 
Nf excess commissions and by ignoring 
omerence rates and rating practices. 
his has been shown to be fallacious. 
he Great American Indemnity is 
king satisfactory progress and is at 
we Same time affiliated with cooperative 
of zations regulating various phases 
ane activities: It is, in other words, a 
me company, and it intends to 
we Iue in this status, believing that its 
Be and policyholders . will have 
ned al respect for it if it adheres to 
‘ “tices which are generally conceded 
wt Tight and proper. 
* € third principle is that a new com- 
nY, to obtain the best results, must 



















enter the field adequately equipped as to 
personnel. The business of casualty in- 
surance and suretyship is a tremendously 
complicated affair. Established compa- 
nies have developed experts in every de- 
partment so that extraordinary problems 
which constantly arise may receive ade- 
quate treatment. Agents have been edu- 
cated to expect this service and naturally 
will have little confidence in a new un- 
tried company if its department heads 
are not obviously first-rate men; it is 
essential, therefore, from a competitive 
view, if from no other, to provide front 
rank personnel so that the company may 
conduct its business intelligently and 
with complete satisfaction to its repre- 
sentatives and policyholders. 

“Finally, and equally important, is the 
necessity of slow development so far as 
territory is concerned. The goal should 
be country-wide operations, extending 
into every section of the United States, 
but at the outset expansion should be 
gradual so that there may be reasonable 
concentration of business. The latter 
method permits the installation of ade- 
quate facilities, thus guaranteeing proper 
claim, inspection, engineering and audit- 
ing service to policyholders. A scatter- 
ing of business at the outset means either 
unsatisfactory service and dissatisfied 
agents or complete service at a cost 
which may produce a serious drain upon 
the company’s finances.” 





AUTO CAMPAIGN 





Agents in Mid-west Towns Hear Speak- 
ers in Drive for Volume; Popular 
Drive 

The “Insure in April” campaign being 
conducted under the auspices of the Cas- 
ualty Information Clearing House and 
various agency associations in the Mid- 
West, is going over with a bang. It is be- 
ing used not only for stimulation of auto- 
mobile premiums but also as an addi- 
tional kick in the membership campaign 
of the agents’ associations. At the meet- 
ing in Grand Rapids talks were made by 
Mr. Kirkpatrick of the Casualty Informa- 
tion Clearing House, Fred L. Winter, 
vice-president of the Michigan Associa- 
tion of Insurance Agents, Gilbert C. 
Chaddock of Muskegon, and George 
Blickle, president of the Grand Rapids 
Board of Fire and Casualty Under- 
writers. 

At the meeting in Aurora where agents 
were present from twentv-one cities, the 
principal speakers were Leo Thieman of 
the Casualty Information Clearing House, 
and Joe Callender, Chicago manager of 
the Ocean Accident & Guarantee, who is 
chairman of that district of the agents’ 
association. 


DOES NOT FORFEIT INSURANCE 





British Judge’s Decision Where Motor- 
ist Is Convicted Of Manslaughter; 
Had Accident Policy 


London.—If a motorist is convicted of 
manslaughter, is the company which in- 
sured his car entitled to refuse to pay 
out under an accident policy? On this 
question Justice Roche has just delivered 
a judgment of great importance both to 
insurance offices and to motorists. 

Justice Roche decided that an insur- 
ance company could not refuse to in- 
demnify a motorist against the conse- 
quences of an accident brought about by 
that motorist’s drunkenness; the drunk- 
enness being the result of folly and not 
of deliberation. 





TOWNER BACK MONDAY 





Surety Rater Has Been Making an Eight 
Weeks’ Trip Visiting Fifteen 
Different Cities 

R. H. Towner, head of the Towner 
Rating Bureau, is due back to New York 
next Monday after a trip of eight weeks 
visiting fifteen cities in various parts of 
the United States and Canada. He ad- 
dressed a score or more of local surety 
associations and stopped off at surety 
company head offices along his route. Mr. 
Towner’s itinerary included: Asheville, 
Atlanta, New Orleans, San Diego, Los 
Angeles, San Francisco, Portland, Spo- 
kane, Seattle, St. Paul, Chicago, Detroit, 
Vancouver, Hamilton (Ohio), and Pitts- 
burgh. 





J. B. TERBELL ADDED TO BOARD 

Joseph B. Terbell, president, American 
Brake Shoe & Foundry Co., of New 
York, was added to the board of the 
Great American Indemnity last week at 
its annual meeting of stockholders. Mr. 
Terbell is a member of many boards, in- 
cluding that of the Seaboard National 
Bank. All officers of the company were 
re-elected at this meeting. 





E. J. FAULKNER NEW HEAD 

E. J. Faulkner is the new president 
of the Woodmen Accident of Lincoln, 
Neb., succeeding his father, the late A. 
O. Faulkner. Mr. Faulkner has served 
in almost every department, starting as 
an assistant in the supply department 
while he was still in school. 





NEW ADVERTISING FOLDER 


“Beg Your Pardon” is the title of a 
new advertising leaflet now being sent 
out by the Great American Indemnity. 
It features public liability and property 
damage insurance. 
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Another Attack Made 
On Insurance Interests 


WOMAN’S CLUB HEARS TALK 





W. L. Dill, N. J. Commissioner of Motor 
Vehicles, Says Companies and Agents 
Opposed Compulsory Coverage 





William L. Dill, New Jersey Motor 
Vehicle Commissioner, made a sharp at- 
tack on insurance companies and agents 
in a talk on “Drunken Automobile Driv- 
ers and Compulsory Insurance” which he 
gave before the members of the Wom- 
an's Club of Elizabeth last week. 

After Commissioner Dill had explained 
the compulsory automobile insurance law 
as presented in the legislature several 
weeks ago, he said: “The reason that 
the compulsory insurance laws were de- 
feated and not passed by the legislature 
last month was because of the strong 
opposition made by the insurance com- 
panies and insurance agents. The latter 
were afraid that their commissions would 
be reduced. 


“Only 27% of the automobile owners 
in New Jersey are insured. Anyone who 
has money enough to buy and support 
an automobile ought not to be given the 
privilege of the highways until he or she 
kas taken out an insurance policy as evi- 
dence of good faith.” 


Motor Casualties Appalling 


He stated that the motor casualties in 
recent years were appalling. Conditions 
in New Jersey were extremely difficult 
to handle because of the many highways 
which attract motorists from other states. 
The commissioner also mentioned the at- 
tack recently made in a Philadelphia 
newspaper against his department and 
himself for the strict enforcement of laws 
regarding Pennsylvania motorists in New 
Jersey. 

Emphasizing his stand against drunken 
drivers, Commissioner Dill told briefly 
the stories of several casualties which 
figured prominently in the newspapers 
recently. In most of the cases the driver 
was not severely enough punished, the 
speaker said. 


Drinking in Roadhouses 


He also laid particular stress on young 
boys and girls dancing and drinking in 
roadhouses until early morning and then 
pictured the condition under which they 
attempt to drive home. “I believe the 
future is just as safe in the hands of our 
young people as in the hands of their 
forefathers, but I believe also that par- 
ents have been amiss in understanding 
their children,” the commissioner stated. 

Something must be done to make the 
roads of New Jersey streets of safety 
and not avenues of death and destruc- 
tion, and one of the greatest ways of 
accomplishing the former is by compul- 
sory insurance, concluded the commis- 
sioner. 





OPPOSE COMPULSORY LAWS 





Annual Convention Of National Taxicab 
Owners Ass’n. To Wage Determined 
Fight Against Them 


The National Association of Taxicab 
Owners, holding its 14th annual conven- 
tion in Chicago this week, went on rec- 
ord as opposed to compulsory automo- 
bile liability insurance. Plans were 
drawn up to start a determined fight 
against the wave of compulsory bills now 
flooding the state legislatures. 

The taxicab operators contend that 
these laws fail in their purpose of mak- 
ing drivers more careful and that they 
impose an unfair burden upon the taxi- 
cab business, for which the public in the 
long run has to pay in increased fares. 

Members of the association from 
Massachusetts were present and told of 
their experiences under the law now in 
effect in that state. 








Page 34 


pee 
(Ca-waltso 





April 8, 1927 








Medical Liability 
Insurance Attacked 


CLAIM THE PRINCIPLE IS BAD 





A Writer in “Physical Culture” Dis- 
covers “Mare’s Nest” in Coverage 
for Physicians in This Country 





In the February issue of “Physical 
Culture” there appears a long article on 
“Medical Liability Insurance,” the writer 
of which has suddenly discovered that 
there is “a mare’s nest” in liability cover- 
age which is carried by thousands of 
physicians in this country. 

In commenting on the article, “Medical 
Insurance” says that it fails to see what 
is wrong in physicians and surgeons pro- 
tecting themselves from damage claims. 
If the coverage is a good thing for indus- 
trials and general business, why is lia- 
bility insurance bad for the medical pro- 
fession? is asked. 


Must Protect Themselves 


“Medical Insurance” continues by say- 
ing: 

“It seems to be human nature to blame 
others even for wrongs for which they 
are in no way responsible. Not long ago 
the newspapers carried a report of a 
physician being shot to death by a fren- 
zied father because he did not reach a 
child in time to minister to it before its 
death. Many deaths are due to delay in 
calling a physician rather than to mal- 
practice or poor surgery, but few persons 
are willing to censure themselves for 
their own neglect. They relieve their 
own consciences by placing blame upon 
the doctor and many are ready to sue for 
damages if they but see a possibility of 
obtaining anything. 

“With the possibility of damage claims 
constantly before them, physicians are 
compelled to protect themselves by lia- 
bility insurance, and failure to do so 
would be injustice to themselves and 
their families.” 

Policy a Menace 

The writer says that he sees a great 
menace to the public in an advertisement 
of a life insurance company which states 
that its policies “provide protection 
against loss arising or resulting from 
claims or suits based upon _pro- 
fessional acts of the assured except- 
ing, of course,-criminal acts or acts com- 
mitted while under the influence of 
liquor Or narcotics. Even if such an ob- 
ligation is made the life insurance com- 
pany will defend the assured until, if 
ever, it is shown that the allegation is 
true.” 

He states that this is a “diabolical 
scheme to protect incompetent, bungling, 
murderous physicians from the conse- 
quences of their criminal acts.” The 
writer endeavors to make it appear that 
to protect one in a damage suit is to ab- 
solve all parties from responsibility, 
which is, to say the least, a far-fetched 
and unwarranted conclusion, according to 
the opinion of “Medical Insurance.” 





HAS EXAMINED 85 BROKERS 





Colonel Francis R. Stoddard Expects to 
Complete His Interviewing 
By April 15 

Colonel Francis R. Stoddard, in his 
capacity as arbitrator in the surety ac- 
quisition cost situation in New York, is 
giving a full hour to each applicant for 
the designation as city agent. He has 
already examined eighty-five brokers but 
it is not contemplated that the complete 
examination will be out of the way until 
April 15. It is expected that Colonel 
Stoddard will make known the city 
agents by May l. 

One of the surety executives in close 
touch with the situation said this week 
that it was very doubtful if there would 
be thirty-six appointments for city agent 
classification because of the strict re- 
quirements that have been set down. 


Nine N. Y. Compensation 
Amendments Passed 


GET GOVERNOR’S SIGNATURE 





Indicate Activity Of Joint Committee On 
Investigation Of Manufacturing And 
Mercantile Business 





The following amendments to the 
workmen’s compensation law have been 
signed by Governor Smith within the 
past few days. 

Chapter 493, by Mr. Cheney, assembly 
print 1729, amending subdivision 8 of 
Sec. 15, workmen’s compensation law, in 
relation to the special fund for the pay- 
ment of permanent total disability after 
permanent partial disability. Chapter 
494, by Mr. Lord, assembly print 1225, 
amending subdivision 3-a of Sec. 50, in 
relation to mutual self-insurance by vil- 
lages and counties. Chapter 4497, by 
joint legislative committee to investigate 
conditions in the manufacturing and mer- 
cantile business, amending Sec. 25, in 
relation to imposing a penalty for failure 
to report cessation of payments. 

Chapter 553, by Mr. Cheney, assembly 
print 1735, amending Sec. 13, in relation 
to the allowance of claims for medical 
and surgical treatment. Chapter 554, by 
Mr. Cheney, assembly print 1727, amend- 
ing paragraph (m) of subdivision three 
of Sec. 15, in relation to loss of hearing 
in one ear. 

Chapter 555, senate print 1208, by joint 
committee on investigation of manufac- 
turing and mercantile business amending 
subdivisions 2 and 5 of section 15 in- 
creasing from $3,500 to $5,000 the total 
amount to be paid for temporary total 
disability and from $3,500 to $4,000 the 
maximum to be paid for temporary par- 
tial disability. 

Chapter 556, assembly print 1736, by 
Mr. Cheney, amending subdivision 4 of 
section 15, in the relation to the pay- 
ment of the balance of an award in the 
event of the death of a claimant from 
causes other than the accident, which 
resulted in the disability for which the 
award was made. 

Chapter 557, senate print 1524, by joint 
legislative committee to investigate con- 
ditions in the manufacturing and mer- 
cantile business, amending section by 
adding new subdivision 6-a, in relation to 
reclassifying disabilities. 

Chapter 558, by the same committee, 
senate print 1525, amending subdivision 
6 of section 15, by providing that com- 
pensation for permanent or temporary 
total disability shall not exceed $25 per 
week; nor be less than $8 per week. 





R. H. RAMEY’S NEW POST 

Robert H. Ramey, Travelers branch 
manager in Charlotte, N. C., for casualty 
lines, and formerly manager at New Or- 
leans, has been appointed assistant man- 
ager at: Philadelphia, succeeding Rohert 
W. McClaskey. promoted to be mana- 
ger, Travelers Indemnity lines at 55 John 
Street, New York City. 


Compensation Production Cost 


(Continued from Page 31) 


greater—that the retailer and wholesaler 
receive larger proportion of the dollar of 
cost to the consumer. It is also indicat- 
ed that the manufacturer who corre- 
sponds to the insurance company spends 
far less upon the commodity than is spent 
in losses and service expenses incidental 
to workmen’s compensation insurance. 
The illuminating facts follow: 


the most whereas service expenses to the 
insurance company (manufacturer) 
amount to 20%. The miscellaneous item 
would naturally include the profit of the 
manufacturer: it includes nothing be. 
yond tax items in the case of workmen; 
compensation because of the fact tha 
the carriers have omitted any loading for 
underwriting profit in the makeup of 





DISTRIBUTION OF DOLLAR 
Dry Goods 
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OF COST TO CONSUMER 


Hard- Furni- : 

ware ture Meats Shoes Jewelry 
25% 40% 19% 28% 38% 
15 12 5 14 13 
60 48 76 58 49 





This reveals a really startling situation. 
Whereas the retailer obtains from 19% 
to 40% in these particular mercantile op- 
erations, he only- receives 10% in work- 
men’s compensation; whereas the whole- 
saler receives from 5% to 19% in other 
lines he gets 744% in workmen’s compen- 
sation; whereas from 48% to 72% repre- 
sents the value of the commodity, 8244% 
is the value of losses and services ex- 
pended in the interest of the workmen’s 
compensation policyholder. Quite obvi- 
ously the casualty insurance business 
needs to make no apology for the cost 
of marketing this line of insurance. 

A further study may be made to trace 
the distribution of the share of the dol- 
lar of cost to the manufacturer (insur- 
ance company.) In workmen’s compen- 
sation normal losses (material) amount 
to 60% of the gross premium and the 
remaining 221%4% represents the cost of 
supplying claim, auditing, inspection and 
engineering service, of maintaining the 
home office organization and of paying 
taxes, licenses and fees. 

Of the latter cost probably 20% may 
be classified as “labor” and 214% as “mis- 
cellaneous.” The distribution of the 
8214% which goes to the company may, 





therefore, be presented somewhat as 

follows: 

Linesen: GapmURTaen) = o:sidcéc us a c.diaa'e Ve'denwe oe 60% 

Service expenses (labor).........ceeee0s 0% 

Miscellaneous Expenses .......ceseecees 2%% 
82%4% 


Another Comparison 
Again the National Chamber of Com- 
merce studies permit a comparison with 
other lines of business enterprise. The 
facts follow: 


their rates for this coverage. 
How Policyholder Profits 


é To sum up: workmen’s compensation 
insurance is délivered to the policyholder 
at an exceedingly small cost if compari- 
son is made with the cost of marketing 
any other necessary commodity. In fact, 
a far greater share of the cost is put 
into the commodity itself. The policy- 
holder profits in both directions for the 
net result is that he obtains insurance 
coverage which he must have at mini- 
mum cost consistent with complete pro- 
tection and adequate, efficient «service. 

A realization of this fact should serve 
materially to dispel unreasonable criti- 
cism of workmen’s compensation ates 
by merchants and manufacturers who 
undoubtedly have not made a compar: 
son such as has been suggested above 
and who, therefore, do not appreciate 
that their criticisms may prove a boon: 
erang against the situation in their ow 
particular’ business. 





MISSOURI COMPENSATION ACT 

Attorney General Gentry of Missouri 
has informed the Workman’s Comipensz 
tion Commission of that state that it has 
the authority to make an award in a cast 
where the parties have elected to accept 
the act and the injury is reported by the 
employer even though the employe does 
not file an additional claim. 

Also that the commission can make al 
award in case of accident when the em 
ploye files a claim and he and the em 
ployer fail to agree, and that the com 
mission has-authority to make an awatl 
when the employe files a claim and th 
employer files none. 





DISTRIBUTION OF MANUFACTURER’S SHARE OF DOLLAR OF 
COST TO CONSUMER 
7 Dry Goods Hardware Furniture Meats Shoes Jewelry 
Matetial: oo <3 iss so. ete 35% 23% 1% 64% 31% 24% 
BER MOE vies s ciate it c01555 0 albnaigieel 12 17 12% 5 14% 10 
Miscellaneous ..........0+ i 20 14% 7 12% 15 





_This indicates that in other competi- 
tive lines the cost of material runs from 
21% to 64% as compared with 60% in 
workmen’s compensation; that labor 
costs to the manufacturer of various 
commodities are no higher than 17% at 





IOWA LICENSES CANCELLED 

The licenses of seven Eastern com 
panies were cancelled in Iowa this weel 
following the Southern Surety reinstt 
ance controversy growing out of the fail: 
ure of the Carnegie Trust Co. 


— 





STATEMENT OF THE OWNERSHIP, ' MAN- 
AGEMENT, CIRCULATION, ETC., RE- 
QUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 

Of The Eastern Underwriter published weekly 

at New York, N. Y., for April 1, 1927. 

State of New York ss.: 

County of New York zs 


Before me, a Notary Public in and for the 
State and county aforesaid, personally appeared 
W. L. Hadley, who, having been duly sworn 
according to law, deposes and says that he is 
the business manager of The Eastern Under- 
writer and that the following is, to the best of 
his knowledge and belief, a true statement of 
the ownership, management (and if a daily pa- 
per, the circulation), etc., of the aforesaid pub- 
lication for the date shown in the above cap- 
tion, required by the Act of August 24, 1912, 
enibodied in section 411, Postal Laws and Regu- 
lations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and business 
managers are: 

Publisher, The Eastern Underwriter Company, 
86 Fulton Street, New York, N. Y. 

Editor, Clarence Axman, 25 East 86th Street, 
New York, N. Y. 

Managing Editor, Clarence Axman, 25 East 
86th Street, New York, N. Y. 


Business Manager, W. L. Hadley, 1111 Put- 
nam Avenue, Plainfield, N. J. 

2. That the owner is: (If owned hy a corpo- 
ration, its name and address must be stated 
and also immediately thereunder the names and 
addresses of stockholders owning or holding one 
per cent. or more of total amount of stock. 
If not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a firm, company, or other 
unincorporated concern, its name and address, 
as well as those of each individual member, 
must be given.) 

The Eastern Underwriter Company, 86 Fulton 


Street, New York, N. Y. 
Clarence Axman, 25 East 86th Street, New 


Big Sa i a 

‘ B. F. Hadley, 625 42nd Street, Des Moines, 
owa. 

field, - pasiley, 1111 Putnam Avenue, Plain- 


3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent. or more of total amount of bonds, 
mortgages, or other securities are: None. 

_ 4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the 
list of stockholders and security holders as they 
appear upon the books of the company but 
also, in’ cases where the stockholder or security 
holder appears upon the books of the company 


as trustee or in any other fiduciary relatit 
the name of the person or corporation # 
whom such trustee is acting, is given; 
that the said two paragraphs contain statem¢t 
embracing affiant’s full knowledge «nd belé 
as to the circumstances and conditions ml” 
which stockholders and security holders ¥ 
do not appear upon the books of the comp# 
as trustees, hold stock and securities in 4° 
pacity other than that of a bona fide own 
and this affiiant has no reason to believe ™ 
any person, association, or corporation, has 

interest direct or indirect in the said ml 
bonds, or other securities than as so state 


im. 
_ 5. That the average number of copics dee 
issue of this publication sold or distr! o 
through the mails or otherwise, to paid 
scribers during the six months preceding 
date shown above is. (This information § 
quired from daily publications only.) 
The Eastern Underwriter Compat! 
W. L. Hadicy, Business Mani 
Sworn to and subscribed before me this 
day of March, 1927. ; naa 
(Seal) W. H. Miiliker 
Notary Public, Kings Co. Clerk No. 22. x 
Certificate filed in Kings Co. Registers 


8033. 
New York County Clerk’s No. 96. 
New York Co. Register’s No. 817!. 
Commission expires March 30, 1923. 

















[4 


I 


sation 
1older 
apari- 
keting 
1 fact, 
is put 
vOlicy- 
or the 
trance 
mini- 
e pro- 
vice, 
serve 
 criti- 
rates 
s who 
mpati- 
above 
reciate 
boom: 
‘ir own 


ACT 
lissouti 
a pensa- 
t it has 
1 a case 
» accept 
by the 
ye does 


nake al 
the em 
the em 
he com 
n awatl 
and the 


Jewelry 
24% 


15 


o state 


es of ety 
distribute? 
> paid ‘i 
eceding 
ation 18 


ss Mana ] 
me this 3 


Miilike® 
0. 22., 
egister § ° 
6. 

71. 
928. 













April 8, 1927 





——— 


\ae arualtro 
AY HESS, SUR REIS me 





pS 











—_— 









THE EASTERN 
UNDERWRITER 


7 


Page 35 





Casualty Executives 
To Discuss Man Power 


WILL MEET IN BALTIMORE, MD. 





Committee Considering Topic Consists 
Of Messrs. Thompson, Deniston, Hal- 
lowell, Stanley And Michelbacher 





The Casualty & Surety Agency Execu- 
tives Association, Richard H. Thompson, 
Baltimore, chairman, will hold a meet- 
ing and dinner at the Maryland Club in 
Baltimore on April 29. About fifty-two 
companies will be represented. On the 
preceding day the committee appointed 
at the last meeting of the association to 
investigate the subject of developing man 
power for the companies will meet. On 
the committee are L. N. Deniston, Trav- 
elers; C. G. Hallowell, Aetna Life; G. F. 
Michelbacher, Great American; F. P. 
Stanley, Norwich. Union, and Mr. 
Thompson. The committee will report 
to the association at the dinner. 

Some Questions To Be Discussed 

These are some questions which will 
be discussed: 


(1) The best ways and means of tap- 
ping the reservoirs of schools and col- 
leges for employes. 

(2) Outline of Casualty and Bonding 
educational course (a) for schools, (b) 
for colleges. 

(3) Information as to how the small, 
new, medium-size and large companies 
may operate (a) with training schools of 
their own, (b) without training schools, 
so that all may be as nearly as possible 
on a fair and equal basis. 

(4) Question of scholarships in col- 
s and institutions. 

Job analysis, (a) home office, (b) 


(6) Question of a central employment 
office. Would it be feasible? In other 
words, if an applicant cannot be imme- 
diately placed with the company to 
which he applies, should that company 
report his qualifications to a central of- 
fice where, no doubt, he can be placed 
with some other company which would 
mean that he would not be lost to the 
Insirance business which might be the 
case if he was turned down by the orig- 
inal company ? 

H. R. Wellman To Speak 


The principal speaker of the evening 
will be Harry R. Wellman, chairman, 
Burean of Personnel Research, Dart- 
mouth College, Hanover, N. H. Mr. 
Wellman is going to first give the as- 
sembled members the college point of 
view, then a discussion of methods al- 
teady used, followed by suggestions as 
to how better results could be obtained. 
Incident to the meeting, wiil be dis- 
cussions of production records kept by 
the various companies, quota systems, 
field organization plans, “exclusive” rep- 
tesentation, methods of conducting 
agency meetings in the field, and many 
other features on which an exchange of 
information should be helpful. 





HAZLETON, PA. APPOINTMENT 


The Great American Indemnity has 
‘ppointed Henry Dryfoos, Jr., as its gen- 
tral agent at Hazleton, Pa. Mr. Dryfoos, 
aside from being prominent in insurance 
circles is one of the representative men 
M his section of Pennsylvania. He has 
Tepresented the Great American’ Insur- 
ance Co. for the past 25 years. 


Century Indemnity 
Enters N. Y. State 


RUSSELL & ZIEGLER MANAGERS 





Managerial Personnel. to Consist of 
H. P. Hall, Harry Legg and H. B. 
Morris; Starts April 18 





The Century Indemnity which is un- 
der the exclusive ownenrship of the 
Aetna (Fire) starts writing business in 
New York State Monday, April 18, and 
the agency of Russell & Ziegler, appoint- 
ed its branch managers in Greater New 
York territory, is all keyed up to give 
the company a flying start. 

Harold P. Hall has been appointed su- 
perintendent of casualty; Harry Legg 
is the superintendent in charge of surety 
and H. B. Morris is the superintendent 
in charge of production. Other depart- 
ments, such as claims and auditing, will 
also be functioning smoothly within a 
week or so after the opening date. 

The addition of the Century Indemnity 
puts Russell & Ziegler in the position to 
handle all lines except life. It has been 
an agent for the Aetna (Fire) since 1915 
when the firm was organized and before 
that time John M. Talbot & Co., which 
agency it succeeded in New York, rep- 
resented the company for many years. 
Russell & Ziegler is also a general agent, 
automobile department, of the Aetna 
(Fire) and an agent of the World Fire 
& Marine. 

Careers of Messrs. Russell and Ziegler 

Both principals of the agency, in fact, 
have been with the company during their 
entire business lives. Jos. W. Russell 
started his insurance career by working 
his way through the various home office 
departments and was then sent out into 
the field where he was so successful that 
in 1915 he was assigned to New York 
territory, operating under the title of 
resident attorney. 

William Ziegler has been thirty-seven 
years with the agency, starting as office 
boy in the old Talbot office. He has 
been in close touch with all developments 
in the fire insurance field during this pe- 
riod of years and his acquaintance among 
New York City brokers is a wide one. 

The New Casualty-Surety Staff 

Mr. Hall, superintendent of casualty, 
is thirty-six years old and started his 
career in the brokerage office of A. A. 
Peck in New York. After a few years 
spent in the agency field he joined the 
Globe Indemnity and a little later went 
over to the London Guarantee & Acci- 
dent. He stayed with this company 
seven years, rising to the rank of head 
counter man. He was then assistant 
casualty manager in the Weed & Ken- 
nedy office and finally was called to the 
Indemnity Co. of North America as as- 
sistant casualty manager in its New York 
office, where he stayed for six years. He 
resigns from this position to take up his 
new work. 

Mr. Legg is also thirty-six years old 
and entered the business in 1919 with 
the metropolitan department (New 
York) of the National Surety, first as a 
solicitor and then as assistant manager 
of the department. The company put 
him in charge of reinsurance and he 
served in that capacity until May, 1923, 
when he joined the Independence In- 
demnity’s New York office as assistant 
manager of its surety department. He 
has held this position for the past four 
years. 

Mr. Morris, the production manager, 
is thirty-two years old and started with 
the Aetna Life as a junior underwriter. 
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Travelers Figures Show 
Jump in Auto Accidents 


IT IS SHARP AND ABNORMAL 


Analysis Indicates That of 33,303 Acci- 
dent Claims Paid in 1926 29.44% 
Were in Automobile 





Pointing out that in 1926 there was a 
sharp and abnormal increase in automo- 
bile accidents in 1926—even greater than 
the increase in 1925 over 1924, the Trav- 
elers made known this week its analysis 
of accidents for the past year. This 
company is considered the largest acci- 
dent insurance organization in the world 
and is regarded as the authority upon 
the trend of accidents. 

Its findings are in part: “Of 33,303 
accident claims paid during 1926 by the 
company, 29.44% or almost one-third, 
resulted from automobile accidents, as 
compared with a percentage of 28.2% in 
1925, the statement revealed. Of the 
$4,457,733 paid in accident claims, 39.67% 
was expended as the result of automobile 
mishaps as compared with 33% in 1925. 

“While the automobile death rate in- 
creased in 1925 by 12.7% over 1924, the 
jump in 1926 was 18.3%, a condition de- 
scribed by the statement as “appalling.” 
Automobile death benefits increased from 
$473,850. in 1924 to $539,537 in 1925, or 
13.9%, but the advance in 1926 was to a 
total of $719,622.37, or an increase of 
33.4%, an almost unheard of advance 
hitherto in accident underwriting. 


~ “The raté of automobile deaths among 


Travelers policyholders, when applied to 
the total population of the United States, 
indicates that upwards of 23,800 persons 
were killed in 1926 by this means.” 








pacity he returned to New York in May, 
Joining the Globe Indemnity he spent 
seven years with the company, first as 
an underwriter and then as special agent 
in metropolitan New York: territory. 
After service in the war he returned to 
the Globe for a few months and then 
was put in charge of the Fell & Moon 


Co., general agents of the Globe in Tren- ~ 


ton. 

After twenty-eight months in this ca- 
pacity he returned to New York in May, 
1923, and became E. B. McConnell’s cas- 
ualty manager in the uptown branch of 
this agency. He leaves this position to 
ao the Century Indemnity New York 
staff. 


Brokers Say A Master 
Mind Is Cracking Whip 


IN THE CENTRAL BUREAU PLAN 





Replies From Companies Are Few and 
Unsatisfactory; Some Sympathy 
But Mostly Regrets 





With the Central Bureau for casualty 
“not taken” policies functioning while the 
decision of Judge Bijur of the New York 
Supreme Court is awaited on the Ros- 
ensweig-Whitney injunction suit, the 
few letters which the brokers have re- 
ceived from casualty companies express 
some sympathy but mostly regrets. The 
General Brokers Association of Metro- 
politan District, Inc., feels that “some 
master mind whose will or dictation the 
rank and file of the companies dare not 
oppose, is cracking the whip over their 
heads to keep them in line.” 

This association asks: “What other 
conclusion is to be drawn from such 
declarations as the following letters con- 
tain?” The first one says: 


“We, of course, have been instructed by 
the proper authority to put this plan into 
operation and we have no judgment, so to 
speak, in the matter.” 

“We have had nothing to do with the 
proposed plan except to sit by, listen to 
what has been said on all sides and finally 
acquiesce *y 
Letter No. 2 reads in part: 

“Tt would be a great pleasure for me to 
meet with you gentlemen or to do anything 
I can to be helpful to you in this matter.” 

“While we are sympathetic with the views 
expressed in your letter. * 

Summing up the association asks: 

“When the entire brokerage fraternity, 
almost without exception, is so firmly op- 
posed to the plan, and. though the General 
Brokers Association wrote a courteous note 
to the companies, asking for a conference, 
why do only three out of forty companies 
answer this communication? Are they just 
plainly contemptuous of the brokers who 
bring them the business and without whom 
they could not exist? Where does the trail 
lead to? Does it lead into the home offices 
in all parts of the country, where they 
know nothing about conditions in New 
York?” 











APPOINTED TO KANSAS CITY . 

The Metropolitan Casualty has ap- 
pointed the Furgason-Simonds Insurance 
Agency, Inc., of Kansas City, Mo., as its 
general agents for all casualty and surety 
lines. 





BUFFALO BRANCH MOVES 
The Buffalo Branch Office of the 
Metropolitan Casualty moved April 1 
from its former location in the Bramson 
building into a large ground floor loca- 

tion of the Bank of Buffalo Building. 
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Instalment Payments 
Of Automobile Premiums 


H. P. STELLWAGEN ON SUBJECT 





Contributes Auto Article To Insurance 
Volume Of American Academy Of 


Political & Social Science 





The progress of automobile insurance 
which has jumped in a little more than 
twenty-five years from an insignificant 
side line to a coverage of the first im- 
portance to both fire and casualty com- 
panies was featured by H. P. Stellwagen, 
secretary-treasurer, National Bureau, in 
his contribution to the insurance vol- 
ume published recently by the American 
Academy of Political and Social Science. 

He referred to the 1925 premium writ- 
ings of all companies writing automobile 
business in the United States as being 
$333,176,318 and said that its future de- 
velopment may be visualized when it is 
remembered that today, of the cars on 
the road in this country, only 16% are 
insured for public liability, 13% for prop- 
erty damage, 2% for collision, and per- 
haps 33 1/3% to 50% for fire and theft. 

Mr. Stellwagen had the following to 
say on the question of whether or not 
the instalment payment of premiums 
should be permitted on individual car 
risks. “It is felt by some that it should 
be possible for the purchasers of insur- 
ance to pay their premiums in three or, 
four instalments and that the practice of 
requiring the payment of premiums in 
advance should give way to the eco- 
nomic order of things. 

“Tt is urged that such a system would 
reduce the resistance which is now en- 
countered in selling insurance, especially 
in some of the larger cities where pre- 
miums are high. The opponents of that 
program feel that the instalment pay- 
ment basis could not be applied without 
an expenditure upon the part of the com- 
panies of a considerable sum to take care 
of a gradrupling of their statistical and 
accounting procedure. 

“Furthermore, it is argued, the instal- 
ment plan is hardly a feasible proposi- 
tion for the average insurance agent who 
is compelled to devote most of his time 
to the soliciting of business and has lit- 
tle time left for the quarterly collection 
of premiums.” 





ADDS FIDELITY & SURETY DEP’T. 





New England Branch of Commercial 
Casualty Names G. C. Sinclair to 
Manage It 


The Commercial Casualty increased 
the facilities of its New England serv- 
ice branch recently by adding a fidelity 
and surety bond department to it. George 
C. Sinclair, who has had twelve years’ 
experience in the fidelity and surety field 
is the manager of this new department, 
having resigned from the Metropolitan 
Casualty’s Boston branch where he was 
assistant manager of its bonding depart- 
ment. 

A graduate of Dartmouth, Mr. Sin- 
clair obtained his initial surety experi- 
ence in Chicago and then went to the 
home office of the Maryland Casualty. A 
little later he was sent to that com- 
pany’s Boston office where he assisted 
Harry J. Fagan, then manager of the 
bending department. 









QUARTERLY ASSESSMENT 


Company members of the Compensa-- 


tion Rating & Inspection Bureau of New 
Jersey were advised this week that the 
governing committee had levied an as- 
sessment of approximately $24,000 to 
cover the estimated expenses of the bu- 
reau for the ensuing quarter period. 

This amount is to be apportioned 
among the member companies by appli- 
cation of the factor of .205 of 1% of the 
net written New Jersey compensation 
premiums for the calendar year 1926 as 
disclosed by the annual reports to the 
state department. The aggregate sum 
for all of the present members is 
$11,701,364. 


Court Decision In 
N. J. Compensation Suit 


INJURED WORKMAN PAID TWICE 





Jersey City Judge Renders Ruling 
Effecting Employer, Employe and 
Another Firm Injuring the Latter 





Judge Henry E. Ackerson, Jr., sitting 
in the Supreme Court in Jersey City in 
an opinion filed recently ruled that the 
spirit of the Workmen’s Compensation 
Act as applied in the State of New Jer- 
sey intends that where a third party 
pays out compensation under the act, 
and is -entitled to remuneration after- 
wards by the party causing the wrong, 
medical costs can be collected as well as 
the weekly payments made to the in- 
jured person. His opinion was filed in 
the suit by Henry Steers, Inc., a New 
York firm, against the Turner Construc- 
tion Co., of Jersey City. 

Steers sued the Turner Co., in the Cir- 
cuit Court, to recover $1,081.28, which it 
paid out to Chris Olsen, a carpenter, em- 
ployed by them at Kearny, who was in- 


jured February 11, 1924, through the neg- 
ligence of the Turner Co. Olsen was at 
work building a dock on the Passaic 
River. The Turner Co., was operating 
a derrick unloading gravel from’ scows, 
the derrick being supported by stiff legs 
resting on the bulkhead near where Ol- 
sen was at work. 


Cause of Accident 


The cable on the boom of the derrick 
spanned and the boom fell, causing a 
bucket to fall and strike Olsen, throwing 
him from the bulkhead to a scow below. 
He sustained two broken ribs, a frac- 
tured leg, contusions of the left elbow 
and a punctured lung. For this he was 
awarded $17 weekly, which the Steers 
Co., paid from February 11, 1924, to Aug- 
ust 14, 1924, for a total of $449.24 and 
$632 extra medical expenses. 

Subsequently the Turner Co., paid Ol- 
sen $3,000 as a release against their lia- 
bility and the Steers Co. claimed they 
were entitled to recover out of that re- 
muneration for what they had paid un- 
der the Compensation award. Counsel 
for the Turner Co., objected to this, ad- 
mitting only that they were liable for 
the weekly payments, but were not obli- 
gated to pay over the medical costs as 
well. Judge Ackerson, however, in his 


SOME SOUTHERN APPOINTMENTS 

Within the past few weeks W. Clif- 
ford Klenk, southern department man- 
ager of the New York Indemnity, has 
made several appointments in his terri- 
tory. One of them is the Caddo Agency, 
one of the largest in Shreveport and con- 
ducted by William C. Mayo, commis- 
sioner of public utilities of that city, and 
Homer D. Blaine, a big accident pro- 
ducer in the south. Another appoint- 
ment is that of the Humphries Insur- 
ance Agency of West Monroe, Louisiana. 
Samuel H. Humphries is active head of 
this agency and he specializes on bond- 
ing business. Paul L. Ruehrmund of 
Richmond has also been appointed agent 
for casualty and surety lines. 





MADE IOWA SPECIAL AGENT 

Charles Wherry has been appointed 
Iowa special agent for the Hartford Fire 
and will work under the supervision of 
State Agent James McHugh. 








opinion found that the medical costs as 
well as the weekly payments must be 
met and paid under the act, and ordered 
the Turner Co., to reimburse the Steers 
Co., for the full amount of what they had 
paid out with interest. 
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N. Y. Indemnity To Open 
New England Branch 


ALSO A BOSTON CITY OFFICE 





Company Also Developing Its Greater 
New York Business Rapidly; New 
General Agencies in N. Y. 





The New York Indemnity is making 
plans to establish a New England depart- 
ment in Boston on April 15 which will 
not change the status of agents already 
appointed but will closely co-operate with 
them to the end that the volume of de- 
sirable business coming from this terri- 
tory may be increased. 

This decision follows the change in 
casualty company representation in the 
Russell & Fairfield office. It is also in 
line with the company’s policy to estab- 
lish territorial departments, similar ones 
having been previously started on the 
Pacific Coast at Los Angeles, in the mid- 
dle west at Chicago and in the south at 
Atlanta. 

Simultaneously the New York Indem- 
nity will open a Boston city branch so 
as to give special attention to the hand- 
ling of automobile business under the 
new compulsory automobile liability law 
as well as to undertake the intensive de- 
velopment of general casualty and surety 
lines throughout the greater Boston area. 
The management of both the New Eng- 
land department and the Boston city 
branch is expected to be announced 
shortly following a visit of Vice-Presi- 
dent Thomas L. Bean to that city this 
week. 

Greater New York Changes 

During the past few weeks consider- 
able impetus has been given to the 
Greater New York development of the 
company. The metropolitan office, under 
the supervision of Vice-President M. D. 
Maggin, will. move into larger quarters 
on or about April 15 owing to the greatly 
increased volume of both casualty and 
surety business. Its new location will be 
the grade floor, corner space at 100 Will- 
lam street, New York. The new offices 
will be approximately twice the size of 
those now occupied. 

J. R. Dunne is the new assistant man- 
ager of the metropolitan branch. Mr. 
Dunne has been in the insurance busi- 
hess since 1916 and has served both the 
Globe Indemnity and New Amsterdam 
Casualty. He comes to the New York 
Indemnity from the insurance broker- 
age ‘field. 

The Esco Agency has been made gen- 
eral agents for Brooklyn. One of the 
Partners in this agency is Thomas F. 
Goethals, nephew of General George W. 

oethals, who has extensive political and 

usiness interests in that city. The other 
pester is Kennth S. Walker who was 
eer) with the Manufacturers Liabil- 

y. The agency is moving into new 
quarters at 26 Court street. 

Dea general agency has been 
thier dl the uptown metropolitan dis- 
Mae cing the Columbus Circle General 
mo A This agency has been suc- 
~ elligg the general development of 
pe ss in the heart of the automobile 

| Nia York at Columbus Circle. 
B ochester O. L. Pritchard has been 
me Yenc agent of the company. 
velieg? wake 1ard has had twenty-seven 

- 1, sPerience. Donald North of 
ities a member of the executive 
of Ins ce of the National Association 

rance Agents, now represents the 





company for fidelity and surety lines. 
a BRANIFF APPOINTMENT 


- Cook has be 1 
T , en employed by the 
Opens eit Company as special agent 
; a of its Dallas, Texas, office. 
years for the past two and a half 
for th J been special agent in Texas 
that € Standard Accident and prior to 


Gdlareyt: special agent for the London 


heme as Accident in Texas, having 
. usly con i i 
Chicago office y nected with their 


ZONING CITY MOTOR NEEDS 





Help for Traffic Problems Must Come 
from the Decrease in Erection of 
High Buildings 
“Rebuilding City Ideas. for Modern 
Motor Needs” is the title of an article 
which appears in the current issue of 
“Human Relations” published by the In- 
dependence Companies. The author, Al- 
fred Reeves, general manager, National 
Automobile Chamber of Commerce, con- 
tends that high buildings in restricted 
areas are cancelling some of the great 
advantages of cars and that business is 
handled more efficiently and with great 
advantage to all where cities have a 
zoning law to limit the increasing num- 
ber of high buildings in restricted areas. 
In concluding his article the writer 
says that “help for the traffic problems 
will come from a decrease in the erec- 
tion of high buildings in congested areas; 
re-routing through traffic; double-decked 
streets; more ramp garages in the busi- 
ness sections; more super-highways like 
those leading from Detroit to Pontiac, 
but with no narrowing places that bottle 
traffic, and more trained traffic engineers 
whose recommendations will be adopted 
without being hampered by political in- 

fluence.” 


N. Y. FEDERATION PLEASED 





Feels 1927 Legislature Did Good Job In 
Voting Against Monopolistic 
State Fund Bills 


The Insurance Federation of the State 
of New York feels grateful for the fair 
way that the 1927 legislature considered 
bills affecting insurance. For one thing, 
the report of the Industrial Commission 
of the state carried a strong opposition 
to monopolistic state funds of any kind 
with the result that the committees on 
labor and industry refused to appoint 
any further hearings on the Downing- 
Hackenburg bills. 

It says in a bulletin to its members 
this week: “Senator Downing moved to 
discharge the committee from further 
consideration of his bill, and asked that 
it be brought out for a vote. The re- 
sult was that 22 votes sustained him 
while 26 were necessary to carry. 

“Assemblyman Hackenburg moved to 
discharge the committee on rules and 
bring his bill to a vote. This was de- 
feated by a straight party vote, & to 66. 

“A great deal of discussion was in- 
dulged in during the session in the mat- 
ter of compulsory automobile insurance. 
Many bills were introduced and a great 
many more prepared by members and 


20TH ANNIVERSARY CONTEST 

The agents and branch managers of 
the Massachusetts Bonding started this 
week on the competitive contest for new 
business which the company has inaugu- 
rated in connection with its twentieth 
anniversary to be celebrated in Boston 
next Fall. This contest will last for six 
months and its results will determine the 
number of agents who will qualify to 
be the company’s guests at the celebra- 
tion. All lines except compensation will 
count toward the production record of 
each agent. 





ANNUAL CONVENTION MAY 13-14 

The thirteenth annual convention of 
the Insurance Federation of New York 
will be held on May 13 and 14 in Buf- 
falo. It is expected that automobile in- 
surance will be the big topic at the busi- 
ness session. 


Fifty shares of the Manufacturers 
Casualty stock sold at auction in Phila- 
delphia last week for 32%, an advance 
of 3% points. 











not introduced. The more vicious ones 
were given special attention by the in- 
surance federation with satisfactory re- 
sults.” 


WHO ARE YOUR KIN-FOLK ¢ 





We are proud to have in our business family representing us 
for one or more of the lines we write such splendidly outstanding agents 


as these - 


Cliff Jones, Kansas City, Mo. 


Past President 


Nat'l Assn. Ins. Agents 
Donald North, New Haven, Conn. 
Member Executive Comnittee 
Nat'l Assn. Ins. Agents 


Lee A, Dudley, Battle Creek, Mich. 


President 


Michigan Assn. Ins. Agents 


T, C. Moffatt, Newark, N. J. 
Past President 
Nat'l Asen. Ins. Agents 


Fred H. Phillips, Springfield, Mo 
Past Pres. Mo. Assn. Ins. Agents 
Regional Vice Pres. Nat'l Assn. 


Archer Sariderson, Providence, R.1 
Past President 
R. I. Assn. Ins. Agents 


These men achieved prominence in the councils of the Agents 
_ Associations because of the quality of the service they gave to the 
cause with which they identified themselves. 
It is our ambition to make the New York Indemity Company 
more prominent through the quality of service we give to our represen- 


tatives.everywhere. 


And by the way, we need good agents all over the Country. 


NEW YORK INDEMAITY Co. 


Spencer Welton, President 





115 Broadway, New York City. 


E. M. Allen, Vice President 
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Sees Need For More 
Vital Auto Statistics 


R. I. CATLIN’S RADIO TALK 





Brings in Significant Array of Facts and 
Figures to Show Accident In- 
crease; Suggests Remedy 





Addressing an audience of thousands 
a few Sundays ago over Station WRNY, 
ae 
partment, Aetna Life, took the effective 
medium of the radio to broadcast some 
thoughts on the subject “Economic Waste 
of Automobile Accidents.” Mr. Catlin’s 
paper was prepared and read at the in- 
vitation of the Industrial Digest sponsors 
for the “business man’s hour” at this 
station. He referred to the millions of 
dollars which are being spent annually 
through such sources as the Rockefeller 
Koundation, the National Safety Council 
and other non-profit organizations on the 
study of accident causes and the reha- 
bilitation of those injured. “Practically 
all of the emphasis, however, has been 
placed upon what might be termed in- 
dustrial hazards,” he explained. 

Then he stated: “In view of this, it 
is difficult to understand why so little 
in the way of a systematic effort is be- 
ing made toward studying the causes and 
probable cure of the greatest of our ac- 
cident problems; namely, those caused 
through the operation of motor vehicles. 
Mr. Catlin estimated that 23,000 persons 
were killed during 1926 through motor 
vehicle accidents. This represents an in- 
crease of 5% over the number killed in 
1925. Figuring thirty casualties to each 
fatal accident, he said there were 690,000 
serious non-fatal traffic accidents in 1926. 
Again estimating that there were three 
times as many property damage acci- 
dents as those involving personal injury 
or death, the approximate number of 
property damage accidents occurring in 
1926 was 2,250,000. 

Eleven States Show Improvement 

Continuing, he said: “The toll of hu- 
man life taken by automobiles last year 
in the United States was at the rate of 
nearly three persons for every hour of 
the day, or 62 persons for every day of 
the year. During 1926, 22,330,000 auto- 
mobiles were registered, and this repre- 
sents an increase of 11%% over 1925. 
While the ratio of automobile fatalities 
to population has shown 4 steady in- 
crease, the ratio to the number of cars 
registered has shown a decline. A re- 
duction in highway fatalities resulted 
from accident prevention efforts during 
1926 in the states of Maine, Vermont, 
Massachusetts, Connecticut, Minnesota, 
Iowa, South Dakota, Wyoming, New 
Mexico, Nevada and California.” 

In Mr. Catlin’s opinion one of the 
greatest difficulties confronting those 
studying this problem is the absence of 
accurate and complete data regarding au- 
tomobile accidents. “With the exception 
of New York, Massachusetts and Con- 
necticut,” he declared, “very few states 
make any systematic effort to compile 
reliable and adequate statistics. Natur- 
ally, the question arises, how can auto- 
mobile accident frequency and severity 
be permanently checked unless the fun- 
damental cause of that large number of 
accidents which. lies outside the field of 
recklessness and negligence can be dis- 
covered ?” 

Increased Highway Traffic 


The chief reason for this appalling an- 
nual increase, as Mr. Catlin sees it, is the 
jump in the number of cars upon the 
highways. He added: “It has not been 
possible in the comparatively few years 
since the advent of the motor car to 
alter streets and highways to meet the 
needs of this enormous growth of ve- 
hicular traffic nor have all the people 
who walk and drive been able to acquire 
the necessary skill and judgment to cope 
with the resultant multiplicity of haz- 
ards. These hazards must be reduced 


Catlin, secretary, automobile de- 
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and at the same time the level of com- 
petence must be raised. Provision must 
be made for the greatest possible im- 
provement in cars, highways and traffic 
systems, and the public must be brought 
by education and regulation to a point 
where it can and will avoid as far as pos- 
sible the dangers inherent in highway 
transportation.” 

In conclusion, Mr. Catlin pointed out 
that insurance companies, such -as the 
one he represented, which have a definite 
service program, are doing what they can 
toward improving the situation. He 
stated that through a careful selection 
of risks, the cost of automobile insur- 
ance was in the main showing a down- 
ward trend. Furthermore, by advocating 
that owners to a degree become co-in- 
surers,. especially in the matter of ma- 
terial damage coverage, the companies 
have unquestionably caused such owners 
to exercise greater care in the operation 
of their automobile than would be the 
case if they were relieved of all respon- 
sibility. 





COMPENSATION FIGHT IN MICH. 





Employers and Employes Don’t Seem To 
Be Agreed On Bills To 
Liberalize Law 


Considerable of a fight appears to be 
brewing in the Michigan legislature over 
the proposed broadening of the work- 
men’s compensation law. 

Several bills designed to liberalize the 
present act have already been submit- 
ted during the current legislative session 
but it appears that none of them are sat- 
isfactory to both employer and employe 
classes. One of the bills already pre- 
sented, introduced by Senator Seth Q. 
Pulver of Owosso, is understood to em- 
body Governor Fred W. Green’s ideas 
as to what should be done to the com- 
pensation law. 

But Governor Green, although a big 
manufacturer himself, entertains com- 
pensation views entirely too radical to 
meet the approval of the great majority 
of his fellow employers as represented 
by the Michigan Manufacturers’ Asso- 
ciation. The governor has been at log- 
gerheads with this association’s man- 
ager, John Lovett, ever since the session 
started and the governor succeeded in 
having him barred from the floor of 
either house as a lobbyist, but Lovett is 
continuing his fight to defeat any liberal 
compensation bills. 








F 





CASH CAPITAL 
$2,500,000.00 


Union 


Automobile, 


Executive Offices: 


New Orleans 













UNION INDEMNITY 
COMPANY 


IDELITY and SURETY BONDS 


Accident, Health, Burglary 
Liability, Plate Glass 
Workmen’s Compensation Insurance 
Eastern Department: 


100 Maiden Lane 
New York 


Indemnity Bldg. 











W. E. Small, President 


Georgia 


Atlatna, Ga. 





Surplus and Reserves as to Policy Holders Over $3,000,000 


Casualty Company 


AN AMERICAN COMPANY 










E. P. Amerine, Vice President 


Automobile 

Plate Glass 

Burglary 

Liability 

Property Damage 

Workmen’s 
Compensation 








Russell & Fairfield 
Gets Two Companies 


ALSO MERGES ROGERS & HOWES 





To Represent Great American And 
Handle Boston Metropolitan Lines 
For Its Casualty Mate 





Russell & Fairfield, one of the largest 
agencies in Boston, is to represent both 
the Great American Insurance Co. and 
the Great American Indemnity effective 
May 1. On that date the parent com- 
pany closes its Boston branch office and 
its manager, William H. Rogers, enters 
the Russell & Fairfield firm as a full 
partner in charge of fire underwriting, 
bringing along his entire staff. 

Under the new arrangement the Great 
American Indemnity will enter Russell 
& Fairfield on an_ exclusive general 
agency basis and all direct writing of 
business in Boston metropolitan terri- 
tory will be done through that agency. 





More Than $630,000,000 In Premiums 


The “Spectator” casualty and surety chart which came out last week indicates 
that the aggregate business of stock companies in these lines last year was $630,- 


660,071, an increase of $53,369,425 over 1925. 
again led with premiums of $146,454,068 and a loss ratio of 67.3.%. 


Workmen’s compensation insurance 
It is also noted 


that surety business showed a gain being $59,311,123 in 1926 as compared with $56,- 


787,741 the previous year. The totals for 
are given in the following table: 











each line of business for the two years 








1925 1026: .¢ 
Premium Losses Premium Losses : 
CLASS Received Paid Ratio Received Paid Ratio 
$ $ Jo $ $ To 

RR re a nc cea esas e reas 45,348,509 20,285,982 44.7 46,717,963 21,503,093 46.0 
SE ANNs Si 506s wadsons: sad aeese <a SAGG. dedeae's esas 
Fe IPL are ee 8,356,603 3,500,833 41.9 9,435,100 4,686,889 49.7 
PES DI ee a oc Taveras at, teedee ese Nea 3,310 2,792 84.3 
Automobile: Collision ................ 12,888,979 7,769,130 60.3 12,379,132 8,518,509 68.8 
AaeRONe BITE Ss sos soso se DO 0s 123,773 65,440 52. 20,298 4,81 23.7 
Automobile Fire, Theft & Earthquake 989,158 390,959 39.5 1,518,747 566,423 37.3 
Automobile. Liability. ..... 06.6 6c0sccecs 116,801,547 55,663,715 47.7 123,512,492 ° 64,098,013 51.9 
Automobile Property Damage ....... 41,977,420 21,579,129 51.4 47,784,252 24,616,846 , 51.5 
APMPOMORS THOR ais ws cidecield se ctiess 147,698 85,321 57.8 21,7 9,906 45.6 
Bursary BO LUO ise sive. 6.25 00d 28,081,271 13,310,957 47.4 30,833,397 12,606,198 40.9 
CREO BONBORy «go seis oic'sis,sinod 300 010 0's 17,846 2,912 16.3 22,723 3,269 14.4 
Credit SP Te ET Eee. Poe 4,111,769 1,494,709 36.4 4,925,525 1,843,051 37.4 
Engine and Machineryd............. 3,091,701 820,830 26.5 3,697,762 855,959 23.1 
PR > ics bin ws'ce on eda ict radia betes 33,956,587 12,916,316 38.0 36,641,398 15,541,329 42.4 
Health 15,504,141 9,191,141 59.3 16,871,956 10,956,386 64.9 
Liability 47,252,016 24,173,183 51.2 58,880,078 28,944,439 49.1 
Live Stock 323,802 877,004 66.2 ,099,190 818,264 74.4 
Non-Cancellable Accident and Health. 4,038,230 1,297,041 32.1 4,327,557 1,627,519 37.6 
CS | ae re 6,701,522 5,457,191 32.7 16,514,192 6,397,793 38.8 
Property Damage and Collision. 1,554,402 871,421 56.1 1,770,028 932,073 52.7 
MeMAOE MONE 5 oS: oo 4 cslen can viekiah mm eh Sb i >: eeacaes one apenas erate 
Sprinkler .......cescccees 915,845 405,046 44.2 930,912 491,002 52.7 
Steam Boiler .......... «+. 6,594,608 939,819 14.3 6,740,816 969,789 14.4 
wv Sbur ban Gh snkh albivinn BOs So ashe aed 19,093,436 33.6 59,311,123 17,153,128 28.9 
MAME .a's'ee kine Gc bee des cannsengesieeae Lif NO. 7) wscanipte ra ne eines eee Hine 
Workmen’s Collective ..........6.00. 214,051 103,026 48.1 238,400 120,242 50.4 
Workmen’s Compensation ........... 130,505,934 89,209,486 68.4 146,454,068 98,542,183 67.3 
Grand Aggregates ..... tseeeeesee + 577,290,646 289,504,027 50.1 630,660,071 321,809,902 50.6 


* Not segregated. 
d Prior to 1924, known as fly-wheel. 


c Combined accident and health included with accident. 







































































Its branch office in Boston will continue, 
however, to handle New England busi- 
ness outside of Boston under the man- 
agement of Dwight B. Libbey. 

The Great American has maintained 
a branch office in Boston since March, 
1881. Mr. Rogers became manager oi 
this branch in 1896 and for years has 
been a Prominent figure in Boston in- 
surance circles, operating under the firm 
name of Rogers & Howes, Inc. 

This ag will ag ae to operate as 
a separate unit with headquar i 
Russell & Fairfield. oe a 

Russell & Fairfield already represent 
for fire business the American Equitable, { 
American _ National, Fidelity-Phenix, 
Hanover, London Underwriters, New 
Hampshire, North River, Richmond and 
World Fire & Marine. For casualty 
business the New York Indemnity which 
it has represented will be replaced by 
the Great American Indemnity. 
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DECLARES QUARTERLY DIVIDEND 


_ The Maryland Casualty has declared 
its regular quarterly dividend of 44% 
or $1.12% per share, payable on Marchi 
31 to stockholders of record March 17. 


e e 
Big Bill 
(Continued from Page 17) 

Here is one he tells as a little jolt to 
the agent who is content to remain in@ 
rut, letting the future take care of itself 
_An old colored man spent much of his 
time on the road driving an old _horst 
and tattered buggy. One day whilt 
parked in front of a grocery store the 
grocer said: 

_ “Uncle Joseph, you must pass mat 
interesting people on the road.” 

“I meets many interesting peopl 
boss,” he responded, “but I ain’t dont 
passed anybody yet.” 

In discussing the type of agent whos 
prone to depend too much on the efforts 
of others and lacking initiative, Mr. Davs 
tells this one: 

A teacher in a girls’ school was abot! 
to hold an examination, The honor sy* 
tem was in vogue and after handing ot! 
the questions the teacher left the room 
When she returned all the girls handed 
in their papers, with one exception. 
girl, very timid, said that she did nol 
think she could honestly give her pap 
to the teacher because she had help. 

“Who assisted you?” asked they 
teacher, - : 

“I was afraid I could not answef tht 
questions and I prayed to God for help 
f The teacher took the paper, looked # 
it for a moment, and then said: 

_ “Don’t worry, God didn’t help ™ 
‘ very much,” 













